In outselling any other “‘Six,’’ at or near 
the price, by almost 2 to 1, Essex is all by 
itself as first choice in public estimation 
of value. 


Yet even these overwhelming sales figures 
do not express the full preference. They 
do not record the long period when the 
greatest production in Essex history could 
not keep pace with demand and thousands 


2-pass. Speedabout - $700 
Coach - $735 


Coupe 





of buyers were forced todowith other cars. 


In this preference is registered the un- 
mistakable verdict for the performance, 
comfort and values that belong exclu- 
sively to Essex. 


It is exclusive performance because Essex 
Super-Six design is exclusive. And because 
every part of motor and chassis is engi- 
neered to true balance with every other part. 


$835 
$835 


4-pass. Speedster - 
$735 Sedan - 


All prices f. o. b. Detroit, plus war excise tax 


HUDSON MOTOR CAR COMPANY, DETROIT. MICHIGAN 























TESTING...TESTING...TESTING 


to Give You 
Proven Piston Rings 


ERE at the PERFECT CIRCLE 
factory, is what might be 
called the “proving ground” for 
piston rings. Automobile motors 
are run steadily eighteen hours a 
day, week after week, month after 
month — testing, testing, testing 
—to determine the best piston 
ring equipment for these motors. 
Innumerable combinations of 
Oil-‘Regulating and Compression 
rings are tested to find the one 
combination which gives greatest 
oil-mileage consistent with thor- 


ough lubrication, and reduces 
Blow-by to the absolute mini- 
mum. All to the end that the pis- 
ton ring equipment offered inthe 
cars below, may not be an experi- 
ment—but the proven best. 

This research directly benefits 
every repairman, for PERFECT 
CIRCLE proven piston rings al- 
ways mean a better job and satis- 
factory performance. A PERFECT 
CIRCLE jobber near you will pro- 
vide prompt service on these 
better piston rings. 





62% of America’s Car Manufacturers Use PERFECT CIRCLES 


*Auburn *Cunningham *Hupmobile *Nash *Pierce-Arrow 
Buick *Dupont *Kissel Oldsmobile Reo 
*Cadillac *Duesenberg *LaSalle Overland *Studebaker 
*Chandler *Elcar *Locomobile *Packard *Stutz 
Chevrolet *Franklin *McFarlan Paige *Velie 
*Chrysler *Gardner *Marmon Peerless 


*Denotes manufacturers who use Perrect Circie Oil-Regulating rings to the exclusion of all other makes 


THE PERFECT CIRCLE COMPANY, HAGERSTOWN, INDIANA 


PERFECT CIRCLE 


PISTON RINGS. 



















or each cylinder of your 

motor, youshould have 
one PerFEctT CircLe Oil- 
Regulating ring and two 
or more PerFect CIRcLE 
Compression rings. This 
Perrect CircLe combin- 
ation constitutes the finest 
in piston ring equipment; 
stops oil-pumping and 
blow-by; gives increased 
oil-mileage, thorough lu- 
brication and maximum 

‘ compression. 


O.l-Regulating 
Type, 60c 
PATENTED 


Compression» 
Type, 30c 
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PIONEERS _ .W......-. 


te name and 
address in margin —and 


This is the plane that flew to Honolulu. Lives — 
were entrusted to it on one of the most adventurous 
flights the world has ever known. No detail of equip- 
ment was unimportant; airplane makers can not skim 
quality down to just inside the breaking point. They 
must have the widest possible margins of safety! 


We are proud to have shared in the successful 
outcome of the flight of the Woolaroc in that its pro- 
tective coating was sprayed on by a CURTIS com- 
pressor outfit—the most popular compressor in the 
spray painting field today. 

The Curtis is industry’s first choice whenever re- 
liability is a consideration, or when safe lubrication 
without excess oil is important, as in spray painting. 
Curtis patented “controlled splash” lubrication sys- 
tem is found only in the Curtis. 


73 years manufacturing experience—with 30 de- 
voted to pneumatic engineering—tell the story of 
leadership. May we send catalog? 


Curtis 


Pneumatic Machinery Company 


St.LOUls 


1961 Kienlen Ave., St. Louis 518-W Hudson Terminal, N. Y. 
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NEW DEALER’S ASSORTMENT BOX 


ERE is a new Dealer’s Assortment of genuine 
parts for the Eclipse Bendix Drive, assembled 





especially to conform to only popular replacement 

A Handy P ackage demands. It consists of 4 different springs, 2 sleeves 

and a corresponding number of clips, screws and 

of Parts You washers—which adapts it for servicing more than 
Need the Most 75% of the cars in operation today. 

With this assortment the service man can perform 

the job quickly and satisfactorily, because every 

SI item is a genuine part, exactly the same as the part 


originally used in the Eclipse Bendix Drive—each 
of the same high quality and workmanship. 


Jobbers everywhere are now ready with the new 
Eclipse Bendix Dealer’s Assortment Box. It belongs 
in your shop—or any service station which wants 
to give its customers reliable replacement jobs on 
the Eclipse Bendix Drive. It is popular in price and 


Eclipse Machine Company 
Elmira, New York. 
Department 7. 

We are interested in The New 
Fclipse Bendix Dealer’s Assort- 
ment Box. Please send complete 
information,and names of nearest 








onuuue convenient to use. 

Name _ 

Address ECLIPSE MACHINE COMPANY 
| ELMIRA, NEW YORK 

City 





a Eclipse Machine Co., East Orange, N.J. - Eclipse Machine Co., Ltd., Walkerville, Ont.. 
l ieee 4 
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“Today the adoption 
of the All-Steel Body 
is a mark of leader- 
ship—tomorrow it 
will mean that some- 
one is hurrying to 
catch up 























nS I) D-« CO. 


Philadelphia and Detroit 


, 


Originators of the All-Steel Full-Viston Automobile Body 
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Go into Business 
for Yourself as a 


CAR DEALER! 


Here’s an opportunity to secure 








1928’s most valuable automobile $ 
franchise—selling a six-cylinder 





closed car which lists at only 


ig you are an experienced auto- 
mobile man—have proved you 
can sell and satisfy customers— 
one of the largest and oldest man- 
ufacturers offers you the oppor- 
tunity of going into business for 
yourself as a car dealer! 


Little capital is needed to start. 
Under this new franchise you need 
sell only the low-priced leader—a 
new six-cylinder sedan listing at 
$795 — although other six and 


F.O. B. FACTORY 


eight-cylinder models up to $2450, 
f.o. b. factory, are available! You 
need not operate a shop, or handle 
trade-ins until you have proved to 
yourself that you can sell these cars. 


Write or wire today for com- 
plete and confidential information 
on the most favorable franchise 
ever offered. Learn full details 
of this new $795 six-cylinder 
sedan. See how you can go in 
business for yourself as a car 
dealer. Wire now! 





You can sell this new car—backed by one of 
the largest and oldest car makers because it 
is the kind of acar you and your friends will 
want to buy. This six-cylinder sedan at $795 
offers a beautiful exterior lacquered in the 
newest color combinations. The roomy in- 
terioris luxuriously upholstered and equipped 
with arm rests, ash receiver, gasoline gauge 


You can sell this new $795 closed car because you know it’s good! 


on dash, coincidental lock to steering and 
ignition, steering wheel control of twin-beam 
driving lights, rear-vision mirror, automatic 
cleaner for one-piece windshield and other 
refinements. Recent official A. A. A. tests 
have proved its mechanical dependability. 
Tear out and mail the coupon now for 
more facts. 

















Send me, without obligation, complete information on 
the favorable new franchise for the new $795 six-cylinder 
sedan backed by a leading car maker. 
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DT cotesaienntinutinnemtomndiictes 
Room 2617, 310 S. Michigan Ave., Chicago, III. 
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Nash Sales 


100,000 Cars More 


during 1927 and 1926 than for previous 2 years 


The forward looking motor car merchant can well afford to glance 
at the past a moment when it comes to consideration of the 
Nash contract. 


The aggressive development of Nash is even more emphatically 
apparent then 


—and its brilliantly expanding future looms even larger in the light 
of what its past moves have meant to the Nash dealer body. 


The addition to the Nash line late in 1925 of the low-priced 
six series— known as the Standard Six— has helped greatly in a 
threefold way — 


—in increasing Nash sales, in widening the price-range of the 
Nash market, and in building up the profit figures in the 
monthly and yearly balances of Nash dealers. 


Estimated sales for 1927 plus the 1926 volume (when the low- 
priced Six was getting into production) raised the total to a 


point 100,000 CARS HIGHER than the total for 1925 and 1924. 


The rapidity of Nash growth is further pointedly illustrated 
when you realize that in the two-year period (1927 and 1926) 
that the Standard Six has been a factor Nash sales show 
DOUBLE tie increase that was registered by 1924 and 1925 
over 1923 and 1922. 


Even greater business expansion now under way opens up new 
and richly profitable territories. Your enquiry directed to the 
Sales Department, The Nash Motors Company, Kenosha, Wiscon- 
sin, will be treated confidentially and answered promptly. 


NASH 


Leads the World in Motor Car Value (7105) 
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where previously other makes 
were used. Certainly price was 
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What Does 1928 


mean for you with your present 





Franchise? 
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- Wouldn’t you 
make more money with - - 


CHRYSLER 











HERE are thousands of dealers through- 
out the country who are dissatisfied. 


Perhaps you are one of the thousands look- 
ing around for a profitable, successful, and 
permanent connection. 


It is a serious matter, this trying to decide 
which Franchise you would like to have, and 
it requires your best thought and thorough 
investigation of all the different angles which 
either make or unmake a dealer. 


You want to know about the car, from an 
engineering standpoint. 


You want to know if the car is designed right 
and built right, of the finest materials, so that 
your net profit will be high per car and not 
entirely wiped out by service costs. 


Youare vitally interested inthe menthat make 
the car. Are they aggressive and progressive? 


What kind of a sales organization have they? 


What are its policies with their 
dealers? Are they leaders in merchan- 
dising plans, or merely followers? 








What does the public think? Their owners? 


Is there a demand for it and is this demand 
growing? Is it easy to sell or hard to sell? 


Is this company really a factor in the future 
of the industry—big enough and strong 
enough, mentally and financially, to stand 
against all competition, this year, next year, 
and ten years from now? 


Is there a demand for their Franchise and 
has their dealer organization grown? 


These are only some of the major things you 
must know about a Franchise before you 
can intelligently make up your mind as to 
which is the best Franchise for you. 


Perhaps Chrysler is the Franchise for you. 
And perhaps you are the dealer for Chrysler. 


Let’s talk it over — it might be we have just 
exactly the proposition you want and you 
might be just the kind of a representative we 
are looking for in your city. If there are any 
other things you want to know about, 
write me personally and I will see 
that you get complete information. 


Shite 


Sales Manager 
Chrysler Sales Corporation 
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Mitchell, Banker, 
Talks to Car Men 


Head of National City Bank 
Looks for Continued 
Prosperity 


1928 TO SET RECORD 


DETROIT, Dec. 9—Addressing a 
large group of prominent automobile 
manufacturers and financiers at a 
luncheon at the Detroit Athletic Club, 
today, Charles E. Mitchell, president 
of the National City Bank of New 
York, predicted that the country will 
enjoy continued prosperity and that it 
will be largely due to the increased 
automobile production. The luncheon 
was given by Fred J. Fisher, vice-presi- 
dent of the General Motors Corp. 

“The year of 1928 will be one of 
unparalleled prosperity,” said Mr. 
Mitchell. “The powerful influences of 
a sound credit situation, a return of 
Mr. Ford and other manufacturers to 
a normal output, continuance of large 
scale building will swing business back 
into its stride. 

“The shutdown of the Ford industries 
had a wider influence on business in 
the past six months than, perhaps, Mr. 
Ford realizes, or will admit. The coun- 
try is wildly enthusiastic over the pros- 
pect of business revival which will fol- 
low the new Ford.” 

Mr. Mitchell asserted he did not want 
to give the impression that 1927 was a 
bad business year, but rather to convey 
that 1928 would be a better one, and 
that Detroit is going to be the greatest 
beneficiary of this coming era of 
prosperity. 

“There is no bank credit inflation to- 
day. Time deposits have increased 32 
per cent. Savings deposits comprise 
80 per cent of bank funds and all signs 
spell safety for the future,” declared 
Mr. Mitchell. 








Connors Succeeds Watson 

NEW YORK, Dec. 14—J. H. Connors 
has succeeded John J. Watson as presi- 
dent of the Republic Rubber Co. of 
Youngstown, Ohio. Mr. Watson will 


Serve as chairman of the board of di- 
rectors, 








Rolls-Royce Cars 
for Naval Men 








WASHINGTON, Dec. 14—A 
bill to provide each. naval 
officer in the United States 
navy with a Rolls-Royce auto- 
mobile was introduced in Con- 
gress this week by Rep. James 
V. McClintic of Oklahoma. 

The measure, however, died 
a premature death two hours 
later when McClintic (D) who 
is one of the chief critics of the 
Navy’s’. policies, demanded 
recognition of the floor and 
declared that the bill was a 
fraud and that his name had 
been “forged” to the measure 
by some practical joker in the 
House. 

He took occasion, however, 
to voice his opinion that, “in- 
stead of free automobiles, 
Navy officers should devote 
their time to navigating ships 
instead of motor cars.” 

After a short debate, during 
the course of which witticisms 
of more or less merit were 
plentifully exchanged, the bill 
was withdrawn. 











Nash and Graham 
N.A.C.C. Directors 


NEW YORK, Dec. 9—Charles W. 
Nash, president of Nash Motors Co., 
and Robert C. Graham, vice-president 
of the Paige-Detroit Motor Car Co., 
were elected to the board of directors 
of the National Automobile Chamber of 
Commerce at the December meeting of 
that body. 

Mr. Nash, from 1912 to 1916, was 
president of The General Motors Corp., 
and in 1916 he organized the Nash 
Motors Co. 

Robert C. Graham is one of the three 
Graham brothers who organized the 
truck company of that name, were as- 
sociated with Dodge Brothers following 
the death of the founder, and several 
months ago purchased the Paige-De- 
troit company. 


Chevrolet Creates 
New Sales Zones 


we 


Changes Designed to Enable 
Dealer to Give Better 
Service 


ADD TRUCK MEN 


DETROIT, Dec. 14—The Chevrolet 
Motor Co. announces important changes 
in its field personnel, creation of new 
sales zones and regions and establish- 
ment of better facilities for handling 
fleet and commercial car business. Be- 
sides the new sales zone at Detroit, 
announced in MOTOR AGE recently, an- 
other zone has been established at 
Knoxville. The company has also es- 
tablished two new regions at Atlanta 
and at Dallas. 

The Knoxville zone will be estab- 
lished Jan. 1, with J. E. Johnson of 
the central office as sales manager. 
This brings the total number of zone 
sales offices in the country to 45, ten of 
which were established this year. 

In the new regional division, territory 
formerly making up three regions has 
been reapportioned into 5 regions. 

Under the new plan the former 
southeastern region with headquarters 
at Norwood, Ohio, is renamed Midwest 
region. It remains under Louisville, 
Knoxville and Charleston (West Vir- 
ginia) sales zones. The new region at 
Atlanta takes the name Southeastern 
region and will be under L. S. Costley, 
formerly assistant to Mr. Young. It 
embraces Atlanta, Birmingham, Jack- 
sonville, Columbia and Charlotte zones 
which formerly were part of the region 
at Norwood. In the Middlewest region 
at St. Louis under A. W. L. Gilpin, the 

(Turn to page 13, please) 


Leaves M. & A. M. A. Job 

NEW YORK, Dec. 10—W. E. Green, 
former secretary of the Automotive 
Manufacturers Association, who has 
been serving as Chicago field secretary 
of the Motor and Accessory Manufac- 
turers Association since the consoli- 
dation of these two organizations, has 
resigned in order to devote his full time 
to his own business interests with the 
International Stamping Co. His suc- 
cessor has not yet been appointed. 
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Whippet Averages 
44 Miles an Hour 


Collegiate Roadster is Driven 
2148 Miles Without 
Motor Stop 





TOLEDO, Dec. 12—Running con- 
tinuously for 48 hours and covering a 
total of 2148 miles at an average 
speed of 44 miles an hour, is the en- 
durance and stamina run recently made 
by a Whippet Collegiate roadster. 
The endurance demonstration was 
staged at Pipestone, Minn. 

The start of the endurance test was 
made at Pipestone after M. J. Meeker, 
well-known attorney, personally locked 
and sealed the Whippet’s hood and also 
sealed the speedometer. At the con- 
clusion of the test 48 hours later, Meek- 
er again inspected the seals and 
declared them intact. Meeker also in- 
spected the engine at the end of the 
journey. 

During the entire 48 hours ob- 
servers accompanied the Whippet driv- 
er, keeping accurate check of the 
mileage and fuel and oil consumption. 
Despite the high rate of speed main- 
tained to average 44 miles an hour, the 
fuel consumption checked at 25 miles an 
hour for the 2148 miles. 





Case Heads National Car 


Underwriters’ Conference 

NEW YORK, Dec. 14—The National 
Automobile Underwriters Conference, 
at its annual meeting held recently in 
the New York board room of the Na- 
tional Board of Fire Underwriters 
Building, elected the following officers: 
Charles E. Case, president; William 
MacIntosh, vice-president, and Herbert 


Ellis, treasurer. J. Ross Moore was 
elected secretary. 
The Eastern Automobile Under- 


writers Conference elected the following 
officers: R. M. Barbour, presdent; C. R. 
Pritcher, vice-president and C. R. 
Lamont, secretary. 





Dole Completes Unit 
CHICAGO, Dec. 15—Dole Valve Co. 
has just completed an addition to its 
factory here which will double its 
- capacity and affords approximately 
80,000 sq. ft. of manufacturing space. 





Hooey-tsm ! 


A GOOD parts man is satisfied 
to work for half the pay a sales- 
man gets for accepting used cars 
and notes in exchange for new 
cars. 

















$200,000 a Year 
or Salesmanship 


Made Easy 


Lesson Number 5: The Reward 




















Work1nc only after school 
hours, between 3.30 and dark, 
Judas Priest—not a cussword 
but the world’s champion seller 
of sugared pop-corn balls— 
sold five basketfuls. He is here 
shown with his loving wife re- 
ceiving the reward for his 
record breaking achievement. 

“Before taking your course 
I was struggling along as 
president of our local bank. 
Since completing the course— 
which I did in a couple of days 
—I have made more money in 
my spare time than I ever 
made in my spare time before,” 
says Judas. You can do as 
well. Get away from that 
superintendent’s job, that soft 
snap as_ editor, senator or 
automobile manufacturer. Get 
yourself a _ position with a 
future, where you can receive 
payment proportionate to the 
amount of effort you expend. 
Be a man among men. Be a 
salesman! 











Schneider Sales Manager 

NEW YORK, Dec. 14—Harrison Ra- 
diator Corp., Lockport, N. Y., has ap- 
pointed Louis J. Schneider sales man- 
ager. With this appointment, Mr. 
Schneider resumes a connection with 
that company after eight years’ sales 
experience with the Clark Equipment 
Co., the C. G. Spring Co. and the Oakes 
Co. s 


j he 
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Seiberling Adopts 
New Selling Plan 


Protective Service and Radio 
Program Important 
Features 





NEW YORK, Dec. 11—Every Seiber- 
ling dealer, according to a recent an- 
nouncement of the Seiberling Rubber 
Co., will be entitled to contract with 
the Seiberling Protected Service Corp., 
a subsidiary to the Seiberling Rubber 
Co., and under that contract will be 
authorized to issue certificates of pro- 
tection for every Seiberling All-Tread 
tire he sells. 

This certificate gives absolute pro- 
tection to the purchaser against tire 
damage from accident, bruise, blow-out, 
wheel alignment, negligence, under- 
inflation and any other road hazard, for 
12 months from date of purchase. 

Officials of the Seiberling Rubber Co. 
report that more than a thousand of 
the nation’s leading tire merchants 
have written or wired during the past 
week regarding the plan. 

The Seiberling Rubber Co. will soon 
launch a large advertising campaign, 
which will include use of magazines and 
radio. The broadcast program will be 
carried over WEAF and 26 other sta- 
tions and will continue for 52 weeks. 


Ford Plant to Turn Out 
Thirty Thousand Wheels 
HAMILTON, OHIO, Dec. 15— 
Eventual production of 30,000 one-piece 
steel spoke wheels at the local plant of 
the Ford Motor Co., is predicted by 
O. A. Anderson, general manager of the 
plant in a statement given out recently. 
Mr. Anderson predicted that the 
plant would be running to full capacity 
soon after the first of the year. This 
is caused by the fact that the new Ford 
is now ready for quantitative produc- 
tion. New machinery costing $750,000 
has been installed. 


C. F. Hennecke Resigns 

LONG ISLAND CITY, N. Y., Dec. 9 
—C. F. Hennecke, for the past five 
years advertising manager of the Moto 
Meter Co., Inc., New York, has re- 
signed, effective Dec. 1. He has not 
announced his plans for the future. 











Hooey-itsm ! 
A GOOD sales manager must 


be willing to work sixteen hours 
per day to secure an average of 
four hours per day of work from 
his salesmen. 
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Here's an Interesting Christmas Window 


THE Drennen Motor Car Company, of Birmingham, Alabama, featured “Something for the car for Christmas,” with 
this display. In fact the automobile itself was included as a suitable present. Smaller articles by the score were spread 
about in the foreground and the Christmas idea was emphasized by the usual holly, tinsel, cedar trees, candles and 


artificial snow generously spread about. 


We now have 117 window displays photos on hand, but haven't yet received 


yours. Send it along. If it’s good we'll use it ahead of the others. Fair enough? 





Hurlburt Will Manage 
N. Y. Stearns-Knight 


NEW YORK, Dec. 13—Announcement 
was made here today of the appoint- 
ment of W. B. Hurlburt as manager 
of the New York branch of the Stearns- 
Knight Sales Corp. with headquarters 
at the branch sales building, Fifty- 
seventh St. near Broadway. 

Mr. Hurlburt is well known to New 
York motoring circles, having come to 
the Stearns-Knight connection from the 
New York Locomobile Co. in which he 


‘was manager for the metropolitan re- 


tail and wholesale territory. Prior to 
this he was distributor for southern 
Michigan for the Wills-Ste. Clair, with 
headquarters in Detroit. 

His connection in the field of motor 
cars and motor trucks covers 23 years, 
starting with the Packard Motor Co. 
in 1904, 





Kellogg Makes Changes 
ROCHESTER, N. Y., Dec. 14—J. D. 
Boucher, vice-president of the Kellogg 
Mfg. Co., has announced the following 
appointments: Louis Scheuerle, district 


manager for New York and New Eng- 
land, as sales manager of the company; 
H. F. Jones, formerly district manager 
in the Southeast, district manager for 
New England with headquarters in 
Boston, Mass.; Charles A. Cole, district 
manager of the Southeast territory, 
with headquarters at Atlanta, Ga., and 
C. A. Clark, district manager of Metro- 
politan New York, with headquarters 
in New York City. 


Work on Olds Extension 


‘Now Nearing Completion 

LANSING, Dec. 15—Work on the $3,- 
500,000 extension to the Olds Motor 
Works is nearing completion and the 
return of employees to the plants will be 
gradual and will resume the latter part 
of December. 








Hooey-ism 


THE perfect mechanic can take 
the place of the shop foreman 
or service manager in an emer- 
gency yet wants only $35 a week. 











Champion Selection 


Called High Tribute 


DETROIT, Dec. 12—“No greater trib- 
ute could have been paid Champion 
spark plugs than the fact that they 
have been adopted as standard equip- 
ment for the new Ford,” R. A. Stran- 
ahan, president of the Champion Spark 
Plug Co., said yesterday, commenting 
on the new Ford car. “This is true 
because Ford engineers and designers 
virtually started from scratch, unham- 
pered by anything that had been done 
before. Every piece of material, part 
and accessory was selected only after 
the most exhaustive tests.” 





Rumpf at St. Paul 

SOUTH BEND, IND., Dec. 13— 
P. A. Rumpf, former branch manager 
for Studebaker at Dallas, Texas, has 
been appointed branch manager at St. 
Paul, succeeding C. R. Arenschield, who 
has been transferred to the systems 
division of the sales department. 

Mr. Rumpf has been connected with 
The Studebaker corporation since 1912. 
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Entertainment 
Program Ended 


250 Dealers Per Week Visit 
Buick Factory; Total 
Figure 3000 


FLINT, Mich., Dec. 15—The Buick 
Motor Co. this week finished the 
elaborate program of dealer entertain- 
ment which has occupied four days of 
every week since the middle of Sep- 
tember. 

The dealers have been coming to 
Flint from all parts of the country, 
principally by special train, at the rate 
of about 250 a week. Each party has 
spent one day inspecting the Buick fac- 
tory and another day at the General 
Motors Proving Ground near Milford. 
The visit is said to have been unique, in 
that the great majority of Buick dealer 
organization of more than 3000 made 
the trip. 

Buick officials and dealers alike have 
expressed gratification at the -visit’s 
results. “Just as an opportunity to get 
acquainted more thoroughly with their 
product, the trip was worth while from 
the dealers’ standpoint, and _ conse- 
quently, from our own,” said C. W. 
Churchill, Buick general sales manager. 

“For most of the dealers, it was an 
entirely new experience to see motor 
ears built. Judging by their comment, 
they were no less amazed at the con- 
stant testing and inspection than at the 
extreme efficiency with which quality 
motor cars are manufactured today. 








Marmon Appoints Two 


as Regional Sales Heads 
INDIANAPOLIS, Dec. 13—Appoint- 
ment of Stanley Zweibel and H. W. D. 
Brown as regional sales managers is 
announced by H. H. Brooks, Marmon 
general sales director, as another step 
in the new sales organization of the 
Marmon Motor Car Co. 











Sells Moto Meters 











Henry Ervin 


M R. ERVIN, as we told you 
a couple of weeks ago, was 
promoted from manager of the 
Canadian Moto Meter factory 
to be general sales manager of 


this company at the home 
office. He succeeded Earl 
Hennecke. 











Mr. Zweibel will represent the Mar- 
mon company on the Pacific coast and 
he will establish headquarters in San 
Francisco from which Marmon district 
sales, sales promotion and_ service 
representatives will operate. His terri- 
tory embraces Washington, Oregon, 
California, Nevada, Arizona, Utah and 
Idaho and parts of Wyoming and Mon- 
tana. 

As regional sales manager, Mr. 
Brown will direct Marmon sales ac- 
tivities in the field in the states of 
Virginia, North Carolina, South Caro- 
lina, Mississippi, Alabama, Georgia, 
Florida and Tennessee and part of 
Louisiana and Arkansas. He will es- 
tablish headquarters in Atlanta, Ga. 
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Tracy Forecasts 


Good Trade Era 


Present Year, Oakland’s Best, 
Sales Chief Says; ’28 Pros- 
pects Excellent 





PONTIAC, Dec. 12—Coming months 
should register a highly satisfactory 
business for the entire automotive in- 
dustry, was the opinion expressed by 
W. R. Tracey, vice-president in charge 
of sales of the Oakland Motor Car Co. 
in an exclusive interview, today. 

The general business picture of the 
country appears much more sound and 
encouraging that it did at this time 
last year and every indication points to 
1928 as holding many more bright pros- 
pects for the automobile business than 
the year just closing, said Mr. Tracy. 
As an example he cited that agriculture 
in general is on a much sounder footing 
than last year and besides, reports in- 
dicate there will be a great increase in 
industrial activity. 

At this time last year much pessi- 
mistic talk was being heard because of 
the cotton situation and because of 
poor crops and low prices on many 
agricultural products. Reports of the 
great damage being done by the heavy 
rains was also not conducive to good 
business, he said. In contrast to this 
little is being heard now about the poor 
condition of the farmer. 

The year just closing, Mr. Tracy said, 
has been by far the most satisfactory 
in the Oakland Motor Car Co.’s history. 


G. W. Smith Named Works 
Manager of White Motor 
CLEVELAND, Dec. 12—Promotion of 
George W. Smith, Jr., formerly tech- 
nical assistant to the vice-president and 
general manager of The White Motor 
Co., to the position of works manager 


has just been announced by President 
Walter C. White. 








+—4+-—+- 


less Henry Reforms.” 





to wrest from it a livelihood, Henry took to mechanics. 
run was so great that for a time he appeared to discredit his nickname. But came the time when Henry 
married, and in his happiness he fell back into his old ways. He grew worse daily when suddenly he was 
jolted out of his evil habit. You'll find the jolt in next week’s issue of Motor AGE under the title of “Care- 


Henry Was Faultlessly Careless 


ARELESS” Henry they dubbed him in his school days, and the sobriquet was no misnomer. 
was, indeed, faultlessly careless. Before he had finished with high school he had to leave because he 
seemed to have achieved perfection in the art of being careless. Forced to tackle the cruel world and 

His interest in automobiles and what made them 


+ + + 4+ 


NOTHER of the approaching week’s features is “Shutting Out Trouble With Shutters,” a timely argu- 
ment replete with selling arguments. " 4. 


+ + 


HAT Was It Scared the Bloodhounds Off” sounds like a good title for a mystery thriller. In reality it 
does concern itself with a mystery—a mystery involving automobile salesmen and a prospect who ex- 
posed himself to a sale, and at whom nary a salesman took a crack. You’ll find it on page 24 of the Dec. 22 issue. 


+-—+—+— 
Henry 
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The Guy With the Broad Grin? That’s Joe Cunningham 


J OE, who is standing in the second row, is shown with the line-up of Philadelphia dealers who successfully put on the 
Ford Presentation Show in the Commercial Museum, in the Quaker City. Reading from left to right: (Seated) Alvin A. 
Swenson, Chas. K. Johnson, Thos. B. Martindale, E. B. Gunkle, B. F. Hoffman, John F. Daly, Samuel TF. Banham, S. M. 


Karpeles and E. M. Bartlett 


(Second Row) J. B. Sheehan, Jr., J. L. Scanlon, Jos. Walker, V. Travis, John Wager, Cyrus 


T. Smith, K. C. Kennedy, John W. James, John Barber, Clifford R. Koelle, Jos. A. Cunningham, John K. Greenwood, George 

Schwartz, Jos. A. Decatur, Chas. Mann, J. J. Kelly, George Sperzel, R. S. Young. (Top Row) John Sherlock, J. J. Fletcher, 

Thos. J. Foley, A. T. Allan, Thos. McGarrity, Roy Weaver, Walter Price, Jos. Tomlinson, Jos. L. Doan, C. S. Keeley, Dewees 
F. Kirchner, W. H. Warren Webb, John D. Howley, Edward Burnshaw. Photo by Hoedt 





Boston Studebaker Men 
Given “Victory Dinner” 
BOSTON, Dec. 14—The Studebaker 
Sales Co. of Boston tendered its sales 
force a victory dinner at the Hotel 
Statler on Monday night. Vice-Presi- 
dent Gerald M. Sullivan presided, and 
read a letter from Paul Hoffman, giv- 
ing facts about Studebaker § sales 
throughout the country for October. 
James T. Sullivan, automobile editor 
of The Boston Globe, spoke of business 
conditions in 1928. 





Chevrolet Revamps Zones 
(Continued from page 9) 
Denver zone is being transferred from 
the Pacific Coast region to the Middle 
west region, while the Dallas, Houston, 
New Orleans and Oklahoma City zones 
are transferred from the Middlewest 
region to form the new Southwestern 
region with headquarters at Dallas 
under Felix Doran, Jr., formerly as- 
sistant to Mr. Gilpin. The Southwest 
region takes over the El Paso zone from 

the Pacific Coast region. 

The following changes in zone sales 
managerships have also been made. 
F. H. Knight, went from home office to 
Richmond, Va., to succeed E. E. Jones. 
C. P. Fisken, formerly sales manager 
of Janesville zone goes to Indianapolis, 
succeeding C. R. Lee, transferred to 
another General Motors division. P. A. 
Jerrue, formerly Denver sales manager 
succeeds Mr. Fisken, at Janesville. C. E. 


Omeara, formerly Houston sales man- 
ager, goes to Denver and G. H. 
Kavanaugh, formerly assistant sales 
manager of Little Rock zone becomes 
Houston sales manager. 

Simultaneous with these changes was 
the announcement that commercial car 
and fleet managers are being added to 
the personnel of approximately half the 
zone sales offices. 





Nickerson Works Manager 
of Oakland Motor Car Co. 
DETROIT, Dec. 14—Harry R. Nicker- 
son has been appointed works manager 
of the Oakland Motor Car Co. In as- 
suming his new post he has resigned as 
superintendent of the Chevrolet Motor 
Co.’s motor plant, at Flint. Announce- 
ment is also made of the appointment 
of R. B. Smith as plant superintendent 
of Oakland. He also comes from 
Chevrolet’s plants at Flint. 





Studebaker Advances Two 

SOUTH BEND, IND., Dec. 12—The 
Studebaker Corp. of America an- 
nounces the appointment of K. A. Met- 
zerott as branch manager at New York 
City. He succeeds W. K. Erdman who 
has been appointed manager of Eastern 
branches. 

Studebaker also announces that M. 
R. Tawes has been appointed branch 
manager at St. Louis, succeeding C. L. 
Mason, resigned. 


Moline Stamping Corp. 
to Succeed Wilson Co. 
MOLINE, ILL., Dec. 12—Articies of 
incorporation have been granted at 
Springfield for the Moline Stamping 
and Manufacturing Corp., which suc- 
ceeds the E. H. Wilson Manufacturing 
Co., assets of which were sold by auc- 
tion recently to the new owners. 
Capitalization of the new firm, for in- 
corporation purposes, was quoted at 
$475,000, although the operators claim 
assets totaling at least $900,000 and 
possibly more than that. 





Revises Traffic Group 

NEW YORK, Dec. 5—The personnel 
of the Committee on Street Traffic of 
the National Automobile Chamber of 
Commerce has been revised as follows: 
Alvan Macauley of Packard Motor Car 
Co. and E. S. Jordan of the Jordan 
Motor Car Co. remain on the com- 
mittee and the following new members 
have been appointed: J. J. Raskob, 
General Motors Corp.; E. L. Cord, 
Auburn Automobile Co.; Robert P. 
Paige, Jr., Autocar Co. and A. D. 
Waterfall, Dodge Brothers. 

W. E. Mertzer, Federal Motor Car 
Co., will act as chairman of a committee 
on uniform municipal traffic ordinances 
of the Hoover Conference to meet in 
Washington March 8 to 10. Other 
representatives from the automotive 
field will be Alvan Macauley of Pack- 
ard, and D. C. Fenner of Mack Bros. 
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Stutz Company 
Convention Soon 


Sales and Service Meetings to 
be Held at Factory 
Dec. 12-13-14 


INDIANAPOLIS, Dec. 10—Stutz 
company officials have announced plans 
for the 1927 Stutz sales and service 
convention, to be held at the Stutz 
plant Dec. 12, 13 and 14. Charles M. 
Schwab, a director of the Stutz com- 
pany, will be the principal speaker at 
the convention banquet on the evening 
of Monday, Dec. 12. The extensive 
sales and advertising plans for the 
coming season will be unfolded before 
the Stutz distributing organization. 

The program also includes a series 
of interesting tests and demonstrations 
on the Indianapolis Motor Speedway. 
These will include speed tests with two- 
passenger Black. Hawk speedster mod- 
els, duplicates of the cars that the 
Stutz company used in winning the 
stock car races at Atlantic City and 
Charlotte during the season: just ended. 

The success of the Weymann body 
program in 1927 has prompted Stutz 
officials to make much more extensive 
plans for the use of this flexible type 
of body. Several new types of Wey- 
mann bodies will be displayed and the 
Weymann sales plan will be developed 
at length. Considerable time will also 
be devoted to the Pak-Age-Car, the new 
type commercial vehicle that is to be 
distributed through the Stutz sales or- 
ganization. A Pak-Age-Car announce- 
ment was carried in the trade publica- 
tions several weeks ago. 

The Stutz company is making prepa- 
rations to entertain about 500 visitors 
at the Convention. Among the guests 
will be sales representatives from Aus- 
tralia, Sweden, England, Germany, 
France and several other overseas ter- 
ritories. 


New — for Kansas 


City United Motors 
KANSAS CITY, Dec. 15—A new 2- 
story building is to be erected at once 
at 25th and McGee Sts., as a new home 
for the local branch of United Motors 
Service, Inc. The building will have 
22,000 square feet of floor space which 
gives the company an increase of 120 
per cent over its present location. 





Stromberg Nets $38,687 
NEW YORK, Dec. 8—The Stromberg 
Motor Devices Co. reports net profit for 
the quarter ended Sept. 30 as of $38,687 
after expenses and Federal taxes, 


Motor Age 








Making a Merchant Known 





command of the merchant today. 


attracts people to it. 


and his business. 


use of direct mail advertising. 


customers in his territory. 


are obtained. 





By E. McGinnis, advertising manager, AC Spark Plug Co. 
SYSTEMATIC advertising is one of the most powerful forces at the 


There are different methods available for advertising. 
store is a good advertisement in itself because its inviting appearance 
Well arranged window 
displays are wonderful advertising mediums. 
And then there is the local newspaper, which 
will perhaps do more than anything else in 
acquainting the general public with the dealer 


A further tie-up can be had through the 


stuffers, blotters, postal cards, bulletins and 
other such things can be mailed regularly 
along with statements, letters, etc., to a care- 
fully selected list of customers or prospective 
By making it a 
practice to mail something of this nature at 
regular intervals—weekly, semi-monthly or monthly—the best results 


The dealer can also take advantage of advertising by putting up at 
his place of business posters, signs, charts, etc., furnished by the manu- 
facturers—so they not only can be seen by customers, but used by 
everyone in his organization as a means of making sales. 


An attractive 





Envelope 





E. McGinnis 

















equivalent to 48 cents a share earned 
on 80,000 shares of no par stock. This 
compares with $62,579 or 78 cents a 
share, in the preceding quarter and 
$164,767, or $2.05 a share, in the third 
quarter of 1926. Quarterly dividend of 
50 cents was declared payable Jan. 2 
to stockholders of record Dec. 12. 





K.C. Reo Moves Into 
New and Larger Plant 

KANSAS CITY, MO., Dec. 14—The 
Reo Motor Car Co. of Missouri, Reo 
factory branch here, has moved to its 
new location at 26th St. and Grand 
Ave. The building was vacated re- 
cently when the Gardner branch was 
taken over by the Motor Brokerage 
Sales Co. 

Reo sales in Kansas City during 
August, September and October were 
greater than all of 1926. 





Palmen in Canton 

CANTON, OHIO, Dec. 12—Contract 
is to be let this week for a $40,000 
building for the Palmen Manufacturing 
Co., according to executives of the com- 
pany. 

Plans call for erection of a one-story 
brick and steel factory on a site already 
selected. The concern manufactures 
automobile tire covers. Cal Palmen, 
Los Angeles, is president of the concern. 


Shock Absorber Makers 


Will Work With N.B.B.B. 
NEW YORK, Dec. 12—Shock absor- 
ber manufacturers have chosen a com- 
mittee to cooperate with the National 
Better Business Bureau, Inc., for the 
elimination of extravagant and inaccu- 
rate advertising methods and for the 
standardization of trade practices. The 
selection of the committee was made by 
manufacturers themselves at the sug- 
gestion of the national bureau after 
preliminary conferences attended by 
the manufacturers and their advertis- 
ing representatives. 

The members of the committee are 
Guy Lommon, Hassler Mfg. Co.; Ed- 
ward Rothman, Campbell-Ewald Co., 
representing Delco-Remy Corp.; W. A. 
Clare, Houde Engineering Corp.; G. A. 
Ralls, Gabriel Snubber Mfg. Co., and 
V. W. Dow, John Warren Watson Co. 





Tire Exports Slightly Off 

WASHINGTON, Dec. 13—Exports of 
automobile casings from the United 
States during October totaled 179,460, 
the lowest for any month this year, ac- 
cording to figures just announced by the 
rubber division of the U. S. Department 
of Commerce. The 10 months average 
exports of casings was 242,000. Total 
rubber exports from the United States 
during October were $5,418,682. 
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Paul G. Hoffman 
Defends Speed Ad 


Says Tests Easiest Way to 
Prove Stamina of Car 
to Public 


SOUTH BEND, IND., Dec. 13—In de- 
fense of endurance and speed records 
and the advertising of them, Paul G. 
Hoffman, vice-president, The — Stude- 
baker Corp., today made the following 
statement: 

“Present day merchandising demands 
presentation of the proof of the quality 
of a product in a forceful, dramatic 
way. After tests made on our own 800- 
acre proving ground, we knew full well 
the extraordinary endurance built into 
The Studebaker Commander. But we 
also realized that the only way we could 
translate this stamina to the public in 
terms which could be readily under- 
stood was to institute a test un- 
paralleled in automotive history. 

“We are now advertising that three 
strictly stock Studebaker Commanders 
each traveled, on the Atlantic City 
Speedway, 25,000 miles in less than 
25,000 consecutive minutes under the 
sanction and observation of the Ameri- 
ean Automobile Association. But this 
can no more be taken as an invitation 
to the public to use the speed of which 
this ear is capable than the practice of 
a well-known watch manufacturer show- 
ing a watch enclosed in a cake of ice 
could be interpreted as a suggestion for 
all owners of such watches to store 
them in the icebox over night.” 





Legal Battle Looms in 


Maryland Over Gas Tax 
BALTIMORE, Dec. 10—A legal bat- 
tle looms in Maryland over an effort to 
permit the voters to act on a 1% cent 
gasoline tax for the building of lateral 
roads in the state. The measure was 
passed at the last session of the gen- 
eral assembly with a provision that 
vehicles used entirely within the cor- 
porate limits of cities and towns could 
receive a one cent refund. 
As a result of the passage of the law 
a petition was circulated to put the sub- 
ject on the ballot next November and 
filed with the secretary of state. In 
an opinion given by the attorney-gen- 
eral of the state it has been held that 
as the law makes appropriations it can- 
not be referred to the voters. It is 
upon this action that the fight will be 
made. 





To Build Parking Garage 
NEW YORK, Dec. 12—The erection 
of a six-story garage designed exclu- 
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Westerners Visit AC Plant 


T HESE prominent Pacific coast automotive men made a trip to the AC 
Spark Plug Co. plant in Flint following the close of the A.E.A. Show in 


Chicago at which they were visitors. 


Left to right: W. R. Badger, K. R. 


Crookham, both of Wiggins Co., Inc., Portland, Ore.; W. §. Isherwood, sales 
manager AC; Harry Whipple, Kay Motor Suppply Co., Les Angeles; J. H. 


Ernst, of E. A. Featherstone Co., Los 


Angeles, and J. E. Stone, AC district 


sales manager, San Francisco 





sively for parking purposes, at 310-312 
West Thirty-ninth St., is planned by 
Harold §S. Diamond, builder, who 
recently leased the site for $1,250,000. 
The cost of the building is estimated 
at $100,000. The lease is for a term of 
84 years. 





Dallas, Texas, Ford Plant 


to be Used as Factory 
DALLAS, TEXAS, Dec. 14—The Ford 
branch factory here will be turned into 
a manufacturing plant instead of a 
mere assembling plant in January, ac- 
cording to A. J. Langford, manager, 
who has just returned from Detroit, 
where he has been for several weeks. 
Equipment for converting the Dallas 
plant into a factory for the actual pro- 
duction of Ford cars is being shipped 
steadily, Mr. Langford said. Much of 
it has already arrived and the plant will 
be in full operation as a Ford factory 
early next year. 





Lawson Advanced 

CLEVELAND, Dec. 9—O. T. Law- 
son has been appointed vice-president 
of the F. B. Stearns Co. and has been 
elected to the board of directors. Mr. 
Lawson is production manager of the 
company and has been with the organi- 
zation for the past two years. He has 
been identified with the industry for 
13 years, serving with Bendix Brake 
Co., Tripensee Enclosed Body Co. and 
the Stephens Motor Car Co. 


Takes On Willys Line 
for All of California 


LOS ANGELES, Dec. 12—One of the 
largest and most important motor car 
transactions ever consummated on the 
Pacific coast was completed this week 
with the appointment of J. W. Leavitt 
& Co. as distributor of Willys-Knight 
and Whippet automobiles for the entire 
state of California. 

The deal involves the marketing of 
$15,000,000 worth of Willys-Knight and 
Whippet automobiles annually and the 
purchase of all Willys Overland factory 
branch properties in the state. 





Minneapolis Dealers to 


Close Shops on Sunday 
MINNEAPOLIS, Dec. 15—Twelve 
leading automobile dealers have agreed 
until further notice to close their places 
of business Sundays. The movement 
was prompted by a desire to more 
adequately serve the public the other 
six days. The notice reads: “The deal- 
ers believe that one day of rest in seven 
is good economy both for themselves 
and their employes.” 





Standitall Gains 
OIL CITY, PA., Dec. 10—The volume 
of business constantly increasing, the 
J. C. Black Manufacturing Co., manu- 
facturers of Standitall radiators, has 
gone into production on a three-shift 
basis. 
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Coolidge Supports 
Recommendations 


Mellon Plan, Continuing Car 
Excise, Endorsed by 
President 





WASHINGTON, Dec 12—Support of 
the Mellon recommendations, which in- 
cluded the continuance of the 3 per cent 
excise tax on automobiles, was given 
by President Coolidge in his message 
to the Seventieth Congress today. He 
warned against a tax reduction which 
might result in a deficit in 1929 should 
slight business depressions occur. While 
welcoming information, he said, Con- 
gress should exercise its own judgment 
in making tax changes. 

Under Department of Commerce 
management, he said, the national air- 
ways of the country have been increased 
to about 8000 miles and 4000 more miles 
are contemplated. By next July about 
7400 miles of airway will have light- 
ing and emergency landing fields. Daily 
airway flying is now nearly 15,000 miles 
and is expected to reach 25,000 miles 
early next year. 

Pointing to the importance and bene- 
fit of good roads, the president said 


national participation should continue 


to be confined to trunk-line systems. 
He urged encouragement for more good 
roads to all principal points in countries 
south of the Rio Grande. Authority 
should be given by law, he said, to pro- 
vide these countries at their request 
with engineering advisers. 





Harley-Davison Motor 


Co. Holds Convention 
KANSAS CITY, Dec. 13—The 
Harley-Davison Motor Co., Milwaukee, 
Wis., motorcycle manufacturers, held a 
sales conference of dealers in Missouri 
and Kansas here this week. More than 
thirty dealers attended. 





O’Brien Stages Comeback 

CHICAGO, Dec. 12—Martin J. 
O’Brien is back in politics. The jovial 
head of the Martin J. O’Brien Co., Paige 
dealer at 4646 Washington Blvd., was 
city comptroller during the administra- 
tion of Mayor Wm. E. Dever, and when 
Big Bill Thompson started his war on 
King George and the Red Coats with the 
resulting landslide of votes in his favor, 
they counted 10 over Martin’s pros- 
trate body. Now he’s back in the ring 
and due to his activity in public matters 
affecting the welfare of the automotive 
industry his many friends in that in- 
dustry are congratulating him upon his 
new appointment as chief clerk of the 
Chicago sanitary district. 


Motor Age 


, 


VA CAS 
“EF. | ies 





By Lewis C. Dibble 


THE year of 1928 will be one cf unparalleled prosperity,” Charles E. 

Mitchell, president of the National City Bank, of New York, told a large 
group of prominent automobile manufacturers in Detroit, Friday. “The power- 
ful influence of a sound credit situation, a return of Mr. Ford and other manu- 
facturers to a normal output, continuance of large scale building will swing bus- 
iness back into its stride,” he declared. And that’s the kind of news that brings 
gladness to all of us. 





* ik 2 2 


OUIS J. SCHNEIDER has gone back to his old love. For years was 
well known in the trade through his connection with the Harrison 
Radiator Co. Then he went with the Clark Equipment Co. and later 
became sales manager of the Oakes Co. Now he has rejoined the Harrison 
organization as general sales manager and will maintain headquarters in 
the General Motors building, in Detroit. 
* * * * 
TWICE within a week distinctive honors have been heaped upon Dave 
Rodger, who directs the sales activities of Federal-Mogul. Last night the 
Automotive Boosters Club, of Detroit, boosted Dave into the president’s chair. 
And several days ago the National Standard Parts Association picked him as 
chairman of the important committee on Aeronautics. 
* * *K * 
E were told by Leslie Gillette, the other day, that he is going to start a 
WY campaign in New York to cut holes in the roofs of subway cars so that 
tall men can stick their heads through as a means of preventing stooping. Les, 
who was graduated from the ranks of the Chilton Class Journal Co. some time 
ago to become Eastern representative for the United States Advertising Corp., 
handling Willys-Overland advertising, dropped into our office the other day. He 
was immaculate with the exception of a spot on his hat. “How come?” we 
queried. And Les, who stands some six feet two, used the King’s English to 
perfection to ejaculate that it was all the result of continually bumping his head 
on the New York subways. 
* * * *K 
MEET Ben Koether, head of the sales committee of General Motors, and 
you meet one of the most interesting orchestra leaders in Detroit. At 
night, when Ben goes home after a strenuous day of devising new ideas for 
selling cars, they say he gathers all the little Koethers around him for an 
evening of music. Each plays a different instrument, and, under the leader- 
ship of “Dad” Koether, there’s plenty of harmony. 
* * * *k 
ND while we’re talking about men in General Motors, hats off to 
Frank Turner. Besides his job as comptroller, Frank has had be- 
stowed upon him a new honor. He has been elected president of the 
Central Kiwanis Club of Detroit. Last summer Frank assumed charge 
of the club’s under-privileged-child committee, and he did such a whale 
of a good job that the club insisted that Frank accept the presidency, 


despite the fact that he pulled Cal’s act of stating, “I do not choose 
to run.” 
* K * cd 


E see by the papers where Ray Dallinger drove one of the new Fords 

from Detroit to Los Angeles in 90 hours. But life out in movieland 

apparently didn’t appeal to Ray, for, it appears he filled up with gas and started 

right back towards little ol’ New York. 
* * * * 

HEN we saw the picture of the new Marmon 78 in Motor AGE last week, 
showing the replica of a streak of lightning down the radiator front, 
we sent our private investigators down to Indianapolis to ask H. H. Brooks if 
that was a part of the standard electrical equipment. At any rate we think 


the new Marmon is a darn good looking automobile and it certainly ought 
to get somewhere. 


*K *K * *K 
ENRY FORD has got a new derby hat. And to match the Kelly 
some of his Yiddish admirers say they are planning to present him 
with an Abie’s Irish Rose to wear in his buttonhole on Christmas. 
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Chevrolet Method 
Interests Others 


Wrecking of Trade-ins May 
be Adopted by Several 


Manufacturers 

DETROIT, Dec. 12—It is understood 
that the plan of wrecking a certain 
number of old cars which was intro- 
duced by the Chevrolet Motor Co. this 
year, is gaining favor in the industry 
to such an extent that it will probably 
soon be adopted by other manufac- 
turers. 

Early in the year Chevrolet set up a 
fund whereby the company would pay 
dealers $50 for each old Chevrolet which 
was scrapped. By the arrangement a 
Chevrolet dealer could wreck one old 
ear for each 10 new cars sold. The 
plan proved so successful that the 
Chevrolet company a few months ago 
extended it to include any make of auto- 
mobile taken in trade on a Chevrolet. 

Under the Chevrolet plan the cars are 
thoroughly demolished to preclude any 
possibilities of the machines finding 
their way back into the channels of 
trade and also to prevent the sale of 
used parts. 





European Studebaker 


Dealers Coming Here 
SOUTH BEND, IND., Dec. 12— 
Fifty of Studebaker’s largest European 
distributors will arrive in New York 
early in January to begin an ex- 
tensive study of American methods of 
automobile merchandising, according to 
an announcement just made public by 
H. S. Welch, manager of export sales 
for Studebaker. These European repre- 
sentatives will study Studebaker dealer 
organizations in the United States, and 
will visit Studebaker factories, lab- 
oratories, and the corporation’s million 


dollar proving ground in South Bend, 
Indiana. 





Car Wiring Manual 
URTON & ROGERS MFG. CO., 
Boston, is now supplying a com- 

plete car wiring manual covering all 
cars produced since Dec., 1922. The 
manual is a loose-leaf book of about 
300 pages, bound in an attractive and 
Substantial cover, measuring 12 in. by 
12 in. The diagrams are printed on 
heavy Kraft paper. The binder is ad- 
justable and should diagrams previous 
to 1922 be desired, they can be obtained 
directly from either Burton & Rogers 
Mfg. Co., or from the Standard Engi- 
neering & Publishing Co. of Belmont, 
Mass. 


An arrangement has also been made 
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THE CADILLAC 








= 





it’s Just Good All Over 


Good looking, "better acting, and by long 
odds the best proposition yet offered. 
Has 5h. p. motor, in which is incorporated 
the best thought, the best effort and the 
finest construction of the master builders 
of gasoline motors in this country 9 4 


wolgne Und lists at 2290.00. 


Wise agents who are in the habit of “‘pick- 
ing winners’ will pick the Cadillac as 


THE WINNER OF 1903 


A SUGGESTION: Better be early than never, as the Cadillac 
agency is bound to be snapped up quickly 


Cadillac Automobile 
Detroit, Michigan 


WILLIAM E. METZGER, Sales Manager 








Cadillac’s First Advertisement 


THE celebration of the Cadillac Motor Car Company’s silver anniversary 
lends interest to the above reproduction of the car’s first advertisement. It 
appeared, in full-page space, in Motor AGE, issue of December 11, 1902—twenty- 


five years ago last Sunday. 


It marked the first step in Cadillac’s long and 


successful history. Bill Lewis and Dave Erwin can point to it with pride as 
evidence that Cadillac knew good advertising from the beginning 





whereby diagrams covering new models 
can be added to this binder for a 
nominal charge. 

In addition to showing the wiring of 
the cars, the internal circuits are also 
shown. These circuits are now drawn 
from actual units and all connections 
appear just as they would in the units 
themselves, which is a great help when 
doing repair work. 

The volume also contains data on 
batteries, distributors, starting motors, 


generators, magnetos, timing chains 
and switches. The price of the book 
is $12.50. 


Further details may be had from the 
Burton & Rogers Manufacturing Co., 
857 Boylston St., Boston, Mass. 


Pullman Car Namers, 


Look to Your Laurels 


DETROIT, Dec. 12—Among_ the 
specifications of a recently announced 
car is the following list of body colors: 
Lliman Green, Illamu Green, Elburg 
Green, Tatoosh Cream, Grainger Brown, 
Kalyuk Drab, Newfound Orange, Co- 
tobaxi Green, Comfinale Tan, Roman- 
zoff Gray, Gibloux Blue, San Andre 
Blue. 

These colors are used on only two 
body types. It is understood that a new 
color, catalogued as “Sky-Blue Pink” 
is soon to be offered to the trade. This 
color, a yellow, is also called Greene’s 
Purple. 
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Hiroje Umetsu 
Star Salesman 


Japanese Prize Winner Also 
Writes Native Language 
Advertisements 


OSHAWA, ONT., Dec. 15—Hiroje 
Umetsu, who is believed to be the only 
Japanese automobile salesman in Can- 
ada, has just proved that he can sell 
more motor-cars than a good many of 
the Anglo-Saxon members of his chosen 
profession. 

Mr. Umetsu, who with a certain lack 
of originality is universally nicknamed 
“Charlie,” has been for the past four 
years a popular member of the sales 
staff of Begg Brothers, Chevrolet dealer 
in Vancouver. In the Canada-wide 
Chevrolet sales contest which has just 
concluded he won one of the special 
prizes given for exceeding his sales 
quota, thus placing himself in the front 
rank of Canadian automobile salesmen. 


“To Buy the Baby Shoes” 
Charlie’s activity may be due in part 
to the fact that, as he puts it, he has 
“to buy the baby shoes.” For besides 
being a star salesman he is a married 





Free Tickets and 
Ride for Children 


IVE hundred Oklahoma 

City boys and girls were 
guests of the Reo-Kull Motor 
Co. at a showing of “Dress- 
Parade” at a local theatre. 
They were the first 500 to 
bring a Reo ad to the office, for 
which they received free tick- 
ets and were driven to the 
show in Reo buses. 











man and the proud father of a baby 
boy, who, even to Anglo-Saxon eyes, 
grows more like his father every day. 


Advertises in Japanese 


The average person would have con- 
siderable difficulty reading the circulars 
and letters which Charlie’s “prospects” 
receive from him and peruse with in- 
terest; for they are printed in strange 
characters—decipherable to those who 
understand Chinese or Japanese. Mr. 
Umetsu finds his customers among the 
Chinese and Japanese inhabitants of 
Vancouver, and his success is an indi- 
cation of the prosperity of these indus- 
trious people from the Far East. 
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Durant Motors 
Breaks Records 


Three Months Sales Eclipse 
Any Similar Period in 
Firm’s History 
ELIZABETH, N. J., Dec. 12—T. S. 
Johnston, assistant to W. C. Durant, 
has announced that during September, 
October and November, 1927, more 
Star cars were built and shipped from 
the local plant of Durant Motors, Inc., 
than during the same period in any 
previous year of the company’s history. 
An analysis of sales figures for the 
past five years discloses that the per- 
centage of increase in shipments for 
this period in 1927 over each preceding 
year, averages 25.4 per cent. 


Durant Cause of Gain 


The manufacturer -states that the 
gain in the popularity of the Star is 
no doubt due to growing public con- 
fidence in the Star organization since 
W. C. Durant resumed his position as 
its active head, based partly on his 
record of past achievements and partly 
on the evidence of his work in improv- 
ing the car. 





What’s 


Coming in Motordom 





SHOWS 
Akron, Ohio, M. O’Neil Bldg...... Feb. 4-11 
*“Baltimore, Sth Regiment Armory, 
Jan. 21-28 
*Boston, Mechanics Bldg....... March 10-17 
Brooklyn, Brooklyn Motor Vehicle 
Dealers Association, 23rd Regiment 
DI! tp cereguenanpeuweu iam Jan. 21-28 
Buffalo, 174th ee Jan. 14-21 
Camden, N. J., Convention Hall, 


Jan. 30-Feb. 4 


Canton, Ohio, Land O’ Dance....Feb. 12-19 
*Chattanooga, Tenn., Municipal Audi- 
i al i aarti te in Feb. 13-18 


*Chicago, National Automobile Cham- 
ber of Commerce, Coliseum, 
Jan. 28-Feb. 4 
*Cincinnati, Music Hall.......... Jan. 15-21 


*Cleveland, Public Auditorium..Jan. 21-28 


*Columbus, Auditorium .. ...... Feb. 6-11 
Deadwood, S. D., Auditorium....Feb. 20-25 
Denver, Auditorium ...... Feb. "97- March 3 
Des Moines, Coliseum .......... Feb. 20-25 


*Detroit, Convention Hall........ Jan. 21-28 
Evansville, Ind., Coliseum..Feb. 26-March 3 
Grand Rapids, Mich. tiaras alds aaa’ Feb. 6-11 
*Harrisburg, Pa., Emerson Branting- 
i Se. o852060000800808 Jan. 28-Feb. 4 
Hartford, Conn., State Armory..Feb. 18-25 
Indianapolis, Auto Show Bldg...Feb. 13-18 
a City, Mo., American Royal 


Di écteseanteasecssaneeeeee Feb. 11-18 
rn De. Go. scceesesceneeceess April 9-13 
Lansing, ee Feb. 6-11 
Bee BEES oon 0000cec0seecoees March 3-11 
*Louisville, Ky., Jefferson County 

DE cisncasedeeoeaceuenie Jan. 16-21 
*Milwaukee, Auditorium ......... Jan. 14-21 
Minneapolis, Municipal Auditorium, 

Feb. 4-11 


*Montreal, Canada, Motordrome..Jan. 21-28 
Muskegon, Mich., Armory........ Feb. 21-25 
i i § .csceceeeenoees Jan. 16-21 
Newark, ‘Armory sta a ane iad sisal Jan. 14-21 
*New York, National Automobile Cham- 
ber of Commerce, Grand Central 


EE FETE Jan. 7-14 
Miawere Wee. WM. YW. oxveccscsene Jan. 23-28 
Omaha, Neb., Municipal or - 











Coming Feature Issues of 
Chilton Class Journal 
Publications 
Jan. 1—National Shows Number— 

Automobile Trade Journal. 


Jan. 5—National Shows Issue— 
Motor Age. 


Feb. 18—Statistical Issue—Auto- 
motive Industries. 











Ottawa, Can., New Coliseum 

*Philadelphia, Commercial Museum 
Jan. 14-21 

Pittsburgh, Pa., Motor Square Garden, 
Jan. 21-28 

Plainfield, N. J.,. Amusement Academy, 
Feb. 18-25 
Cranston Street 
Feb. 11-18 


Providence, R. L., 
Armory 
Rochester, 


eoeeseeeeseeeeeeeeeneeee 


*N. Y., Edgerton Park, 


Salon, Automobile Salon, 
Dreite, GRIGRMO. .cccccces Jan. 28-Feb. 4 
Salon, Automobile Salon, 
Biltmore, Los Angeles...... Feb. 11-18 
Salon, Automobile Salon, Inc., 
Hotel, San Francisco..Feb. 25-March 3 
San Bernardino, Cal., National Orange 
Py Be ccccneeeeeetuwenks Feb. 16-26 
*San Francisco, Civic Auditorium. 
Jan. 28-Feb. 4 
*Scranton, Pa., Armory....... -..van, 23-28 





Sheboygan, Wis., Eagles Auditorium 
Feb. 6-12 
Sioux Falls, S. Dak., Coliseum..March 28-31 
Springfield, Ill. State Arsenal..March 7-10 

a Mass., Municipal Audito- 
al ti iacia dela die dicen ee tokidl eb. 27-March 3 
Sprinefield. Ohio, Memorial Hall..Jan. 16-21 
*St. Louis, City Market 2 Feb. 6-11 
Syracuse, State Armory.......... Feb. 6-11 

*Tampa, Fla., Davis Island Coliseum — 
March 29-April 5 


*Toledo, Civic Center Garage..... Feb. 6-11 
Trenton, N. J., State Armory....Feb. 18-25 
Troy, N. Y., State Armory ...... Jan. 21-28 


*Washington, D. C., Auditorium, 


Jan. 28-Feb. 4 


Wichita, Kans., Municipal Forum, 
Feb. 6-11 
Wilmington, Del., duPont-Biltmore 
MES. 6456060 00s600000006 Jan. 30-Feb. 4 


.Feb. 9-11 


* Will have special shop equipment exhibit. 


Worcester, Mass., State Armory. 


CONVENTIONS 


Automotive Equipment Association, 
Grand Hotel, Mackinac Island, 
June 10-16 


Michigan Automotive Trade Associa- 
tion, Annual Meeting, Hotel Stat- 


ler, "Detroit .....ccccccccceeeecs Jan, 25 
National Automobile Dealers Ass’n, 

Annual Meeting, Palmer House, 

OT TT Jan. 31-Feb. 2 
National Automotive Parts Associa- 


tion, Hotel Statler, Detroit..Jan. 25-27 
Society of Automotive Engineers, An- 
nual Meeting, Detroit Jan. 24-27 


N. A. D. A. 
Coigam. Jan. 31-Feb. 2—Annual, 


Chicago, “Feb. 1—Banquet, Palmer House. 


Palmer 


New York, Jan. 9—Eastern District, 
Hotel Commodore. 
Ss. A. E. 


Detroit, Jan. 24-27—Annual Meeting. 
New York, Jan. 12—Annual Dinner. 
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Ford Insurance 


Rates Reduced 


Model “‘A”’ Mechanical Lock- 
ing Device and Color of 
Models Reason 


NEW YORK, Dec. 12—lInsurance 
rates on the new Ford will be mate- 
rially reduced on account of the de- 
creased theft hazard, although there is 
slight increase at present in the fibre 
insurance rates. The cut in the theft 
rates is due to the mechanical locking 
device on the new car and is also made 
possible by the increased number of 
models and colors which will make de- 
tection and identification of stolen cars 
easier. 

Theft insurance rates are reduced 
about 38 per cent and fire insurance ad- 
vanced about 20 per cent, but it was 
pointed out at the offices of the Na- 
tional Automobile Underwriters Con- 
ference that in reality this amounted 
to a material decrease inasmuch as the 
theft rates are much higher than the 
fire rates. The new rates which have 
been announced will not become effec- 
tive in New York State or in any other 
state requiring registration with in- 
surance commissioners, until this regis- 
tration has been made. Comparative 
new and old rates are as follows: 

New fire rates for Class A districts 
will be 80 cents per $100 as compared 
with 65 cents previously. Class B is 
rated at 65 cents, compared with the old 
rate of 55 cents, and Class C cities will 
have a 55 cent rate, compared with 45 
cents previously. 

Theft rates for various cities com- 
pared with the old rates are as follows: 
Class AA $4.25, as compared with $6.65; 
Class A, $2.80 as against $4.30; Class 
B, $2.20, as compared with $3.45; Class 
C, $1.60, as against $2.50, and Class D, 
$1.15, as against $1.75. 








Reo Net Increases 

DETROIT, Dec. 15—Directors of the 
Reo Motor Car Co. have declared an 
extra cash dividend of two per cent in 
addition to the regular dividend of two 
per cent, both payable January 2 to 
stock of record December 9. 

Net earnings of Reo for the six 
months ended Aug. 31 were $3,707,039 
after all charges including taxes, 
equivalent to $1.85 a share on the 2,- 
000,000 shares of $10 par capital stock 
outstanding. This compares with net of 
$438,752, or 22 cents a share, in the 
preceding six months and $2,398,511, 
or $1.20 a share in the last six months 
of the previous fiscal year. 

Directors have voted to change the 
fiscal year, which previously ended Aug. 





Woman Reporting 
Accident to 
Cop 


By Walter L. Becker 


Q. Now just how did the 
accident happen? 

A. It happened awfully sud- 
den, sir. 

Q. What did you do? 

A. I closed my eyes, let 
loose the wheel, and screamed. 

Q. Could the accident have 
been avoided? 7 

A. Yes, sir, if the man had- 
n’t have ran into me. 

Q. Where did the accident 
take place? 

A. To the front end of my 
car, sir. 

Q. Where were you going at 
the time of the accident? 

A. I was passing around a 
street car. 

Q. Which side of the car. 
were you passing? 

A. The right side. 

Q. Then the gentleman was 
on the wrong side of the 
street? 

A. No sir, he was on his 
right side of the street. 

Q. Then didn’t he have plenty 
of room to pass you? 

A. No sir, that’s the reason 
he ran into my car. 

Q. Well lady, if you were 
passing a street car on the 
right side and the gentleman 
was on his right side of the 
street, how in the world could 
the accident have taken place? 

A. It’s this way, sir. You 
see I was passing the right 
side of a street car, coming 
from the opposite direction. 

Q. Did you think the left 
sides of streets were reserved 
for lady drivers? 

A. I didn’t think it made any 
difference, sir. 

Q. Have you any idea why 
I have turned grey  pre- 
maturely? 

A. No, sir. 











31, to conform with the calendar year. 
The next annual report of Reo will be 
issued for the fiscal year ended Aug. 
31,1927. Reo’s net profit for 12 months 
up to that date was $4,145,791 after all 
charges and taxes, equal to $2.07 a 
share. For the 12 months ended Aug. 
31, 1926, company reported net of $4,- 
257,919, or $2.12 a share. 

Sales for 12 months ended Aug. 31 set 
a new company record with 24,594 pas- 
senger cars and 16,146 speed wagons. 


Ass’n Plan Aids 
Show Attendance 


Jobbers Will Cooperate With 
M. & A.M.A. to Bring 
Out Dealers 


NEW YORK, Dec. 9—The Motor 
and Accessory Manufacturers Associa- 
tion recently held a meeting with rep- 
resentative jobbers in the New York 
area in order to present to them a plan 
whereby manufacturers and jobbers can 
cooperate in making the shop equip- 
ment section of the annual automobile 
show a successful business-getting en- 
terprise. 

S. E. Nichols of Elin Auto Supply 
Co., Newark, N. J., presided; and H. M. 
Smith, of Manley Mfg. Co.; B. M. Asch 
of Asch & Co., New York, and Neal 
Adair, of the M. & A. M. A., also at- 
tended, representing the manufactur- 
ers. 

The plan presented at this meeting 
Was one whereby jobbers’ salesmen 
would present tickets fo their customers 
which will admit them to the closed 
session of the shop equipment division 
of the automobile show. The jobbers’ 
salesmen will then cooperate with the 
manufacturers’ representatives in ex- 
plaining the various equipment and 
showing its operation. 

A similar meeting is to be held in 
Chicago, Dec. 13 for the jobbers in 
Illinois, Indiana and southern Wiscon- 
sin, in order that they may benefit by 
the Chicago show. 

H. M. Behan of the Chicago Auto 
Equipment Co. will preside and the 
manufacturers will be represented by 
H. M. Smith of the Manley Manufac- 
turing Co.; F. G. Wacker of the Auto- 
motive Maintenance Machinery Co.; 
Malcolm McCormick, Walker Manufac- 
turing Co.; C. F. Hodgson, Weaver Mfg. 
Co., and R. W. Smith of the National 
Standard Co. 








Carry on Despite Flood 

RUTLAND, VT., Dec. 14—Neither 
fire nor flood can count out the Frenier 
Supply Co., automotive jobber. 

The flood waters which ravaged a 
section of New England pushed in a 
large 20-ft. door of the Frenier quarters, 
rushed into the building and damaged 
two-thirds of the company’s stock. 

Then on Nov. 23 the Frenier ware- 
house was swept by fire, destroying 
what little was saved from the flood. 

Officials of the firm, while admitting 
that they are down, declare they are 
not out, and write: “Will we quit? 
Tell them ‘No!’ Not as long as we 
can work. We’ll come back if it’s pos- 
sible.” 
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Universal Parts 


Numbers Adopted 


N. 8. P. A. Believes Plan 
Feasible. Will Expedite 
Service to Shopmen 





DETROIT, Dec. 8—The National 
Standard Parts jobbers will adopt 
universal numbers immediately on all 
engine and chassis parts and will re- 
quest manufacturers to match their 
present stock numbers with these uni- 
versal numbers in future catalogs. 
Decision on the action was reached 
when a resolution was passed in the 
jobbers’ division at the N.S.P.A. Con- 
vention in Cleveland and was _ later 
acted upon favorably at the last general 
session of the convention. 

It is pointed out that with each num- 
ber representing a specific part for a 
specific engine or chassis there will no 
longer exist the jobbers, bugbear of 
the difficulty of breaking-in counter 
men, all inventories will be known by 
the same numbers, and the shopmen 
throughout the country will find it con- 
siderably easier to purchase. This will 
aid in speeding up sales, to the advan- 
tage of the manufacturers and will aid 
considerably in lowering the jobber’s 
overhead and in increasing the general 
efficiency of his establishment. 

R. Macfee, secretary of the National 
Standard Parts Association, believes 
that the new step in standardization 
will save untold hours of unnecessary 
work. “In the past,” he said, “a part 
has had a common name, but any 
amount of different numbers to desig- 
nate it. This has been very confusing. 
The action of the N.S.P.A. jobbers 
will provide a common language in giv- 
ing the same part a common number 
in every jobber’s establishment instead 
of a different one as has formerly been 
the case.” 


G-H Making Parts for 


New Ford Replacement 
BALTIMORE, Dec. 10—G-H Manu- 
facturing Co. has gone into production 
of replacement clutch plates and valve 
springs for the new Ford Model A. 








Theodore Pomeroy 

NEW YORK, Dec. 9— Theodore 
Pomeroy, president and treasurer of 
the K. P. Products Co., died recently 
in Tucson, Ariz., where he had gone for 
his health, He was 39 years old. 

Mr. Pomeroy leaves his mother, Mrs. 
Christina King Pomeroy of Chicago, a 
widow, Mrs. Louise Schulze Pomeroy, 
whom he married in 1910, and a son, 
Theodore, Jr. 

In addition to his affiliation with the 
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There Were 294 in the Pile 


Motor Age 


A FEATURE of the Black & Decker exhibit at the A.E.A. show was a huge 


pile of the new '2-in. special drills piled in the form of a cone. 
given an opportunity to guess the number of drills in the pile. 


Visitors were 
First prize for 


jobbers was won by Greenhut of the Automobile Supply Co., Chicago, and 
tied for second prize were Deeter, E. Mather Co., Harrisburg, and Wiedemer, 


Jos. Strauss Co., Buffalo. 


First prize for manufacturers’ men was won by 


Wolfe, of the Hutto Engineering Co., and second prize by McCue, of the 
Weaver Manufacturing Co. 





K. P. Products Co., Mr. Pomeroy was 
vice-president of Case, Pomeroy & Co., 
commercial bankers in New York. He 
was also associated for several years 
with the investment house of King, 
Farnum & Co., of Chicago. 

He was graduated from Yale in 1909 
and was a member of the Yale, Metro- 
politan and Bankers’ Clubs. 





Appleton to Take Plant of 
Seamless Steel Tube Co. 
MILWAUKEE, Dec. 12—A group of 
business men of Appleton, Wis., has 
organized a new $100,000 corporation 
under the name of Appleton Steel Tube 
Co., to take over and resume the oper- 
ation of the plant of the Seamless Steel 
Tube Co., which discontinued operations 
earlier in the year. Officers of the new 
company are: President, John M. Bal- 
liet; vice-president, Charles Hopfen- 
sperger; secretary, F. A. Hammond; 
treasurer, Karl Schuetter. H. G. Cor- 
bett and A. K. Ellis are additional 
directors. 


Duggan at Chicago 

DETROIT, Dec. 10—Approximately 
125 jobbers, manufacturers and repair- 
men heard Tom Duggan, N.S.P.A. 
merchandising service director, give a 
talk on “Flat Rates and Shop Methods,” 
in the Motorists Association Building, 
Chicago, Nov. 29th. 





Falcon Motors Co. 
Enlarging Factory 


DETROIT, Dec. 12—The Falcon 
Motors Corp. is enlarging its plant to 
accommodate a production of 30,000 
cars, John A. Nichols, Jr., president 
and general manager, declared in com- 
menting upon Falcon’s plans for the 
National Automobile Shows. Falcon- 
Knight cars will be presented at both 
the New York and Chicago Automobile 
Shows, this year, the company now 
being a member of the N.A.C.C. 


White Will Open Three 
New Branch Buildings 


New branch sales and service build- 
ings will be opened by The White Co., 
in Providence, R. I., Hartford, Conn., 
and Toronto, Ontario, during December 
and January. 


Dealers Meet at Ashland 

ASHLAND, OHIO, Dec. 13—A meet- 
ing of about 30 dealers was recently 
held here. Gaylord Ford, acting man- 
ager of the Ohio Council, National 
Automobile Dealers’ Association was 
the principal speaker. He confined his 
remarks to the accounting and budget- 
ing department of the business. R. B. 
Freer, of the Ashland-Buick Co., was 
chairman of the meeting. 
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Dodge White Way 
Sign Biggest Yet 


Latest Type Flasher Will Go 
Into Action on New 
Year’s Eve 


ee ee 


DETROIT, Dec. 14—To the scores of 
brilliant electric displays in New York’s 
theatrical and night life district, Dodge 
Brothers soon will add what is said to 
be the largest and latest type of illumi- 
nated sign. Switches controlling the 
huge spectacle will be thrown for the 
first time on New Year’s Eve. 

Underneath the words “Dodge Broth- 
ers,’ the company’s name in colored 
letters as tall as a house will be so- 
called “motograph” or “running-read- 
ing sign” on which messages of nearly 
100 words will race across a separate 
panel in letters more than seven feet 
high. This motograph will appear to 
be a scroll unwinding on one end and 
winding up on the other. The electri- 
cal controls for the motograph are 
operated by a paper tape, somewhat 
after the order of a piano-player roll, 
so that the messages may be changed 
from week to week. 

The sign, measuring 45 by 100 ft., 
will be mounted on a steel framework 
atop the Strand theater building, 
Forty-seventh St. and Broadway. Let- 
ters and borders are mirror reflectors 
of nickel-plated sheet copper, with an 
extra coating of chromium. It is said 
that this single sign, if operated alone 
would reflect a glare against the sky 
that could be seen fifty miles or more 
out at sea. 


Dodge Brothers Equips 
“128” With 4-Wheel Brakes 
DETROIT, Dec. 12—Dodge Brothers, 

Inc. is now equipping all passenger cars 
in its “128” line of fours with steel- 
draulic four-wheel brakes, mechanical 
details of which are printed elsewhere 
in this issue of Motor AGE. The cars 
comprising the “128” line are the de 
luxe sedan, the sedan, the coupe and the 
cabriolet roadster. 





Changes Name 
COLUMBUS, OHIO, Dec. 14—The 
name of the Whippet-Knight Motors, 
Inc., distributor for the Whippet and 
Willys-Knight in a dozen counties in 
central Ohio has been changed to the 
Zimmerman-Miller Co. There will be 
no change in the officers or policy of the 
company. The salesroom and offices 
will remain at Third and Spring Sts. 
Charles Zimmerman is president and 
W. E. Miller is vice-president. 
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ERHAPS in your romantic moments you have felt that you would 

like to be king for a time, just to see what it is like. Cheer up. Un- 
easy lies the head that wears a crown. That, by the way, is another bit 
of originality. I mean I made it up. Or maybe I didn’t. Anyway, you 
wouldn’t want to be king of Arabia. That gentleman has 24 favorite 
wives and in order to give them a buggy ride he has recently caused to be 
built a large motor car. Think of going out for a spin in the country 
with 24 back seat drivers. 





By Sherman Swift 


F you are of the school that was once addicted to the tan top coat that 

stopped at the hip pocket, you’ll find it no easy matter to accept the general 
prediction that we shall all of us soon be flying—I mean through the air. How- 
ever there are only a few thousand airplanes in use throughout the country, 
whereas this year we are selling about 6,000,000 automobiles, counting used 
ears. That’s 24,000 for every business day, 3000 per hour or 50 a minute. 
Don’t check me up on these figures—I got them from a chap who said that he 
was a statistician; however, I know that they are fairly correct and you will 
see that there isn’t much need to worry about airplane competition for some 
time to come. 


WESTERN paper tells of a son of a nobleman who has been dis- 

covered at work as a garage hand. I imagine he is merely another 
remittance man, but the press made quite a fuss about him. Not to be 
outdone by any mere newspaper, I offer the following: “My father, an 
illustrious man”; the grease-hound loudly cried; in answer to companions 
standing there. “They belted dad—around the neck. They also crowned 
him—with a chair.” (Judged merely as a rhyme, the foregoing is rather 
smelly; the column was about an inch too short, however, and that was 
the quickest way to lengthen it.) 


HE sign said the paint was wet. I touched it. It was. Those signs can 

usually be believed. However, the reason that I touched it was because I 
wanted to see if it were real. Instead of the crudely scrawled bit of cardboard, 
placed merely as a warning, this sign served also as an advertisement. In 
four-color printing with excellent art work it proclaimed to the world that that 
particular building was being painted with Jones’ outside white. There was 
even a space reserved for the slogan: “The paint without a headache.” And 
over the entire sign, light faced, harlequinesque letters spelled “wet paint.” 
That was all that was familiar. It is my belief that the gentleman who in that 
manner advertises his paint, is successful. He would be. He uses his head 
more than he does his hands. 


REPAIR shop operator with whom I talked recently, was much enthused 

over the prospect of using flat rates in his shop. He had a wholesome 
respect for the benefit to be gained from a properly selected stock of accesso- 
ries too, and in every way appeared to be abreast of the best in modern mer- 
chandising. “But,” he told me, “I never seem to be able to get around to 
putting any of those things into practice. I am too busy. I get here in the 
morning at 7:30 and sometimes don’t leave before 10 at night. Even then I 
can’t finish my regular work.” 

It’s hard to find leisure in which to do everything, but one should certainly 
take the time to put into practice those things that will result in greater 
profit. Why not determine what things are really important and concentrate 
on them, letting the unimportant ones slide. We are all of us pretty busy; the 
only person whose “work is o’er” was Barbara Frietchie. The chances are that 
she probably had a bit of washing or cleaning hanging around, if the truth 
were known. Her biographer was undoubtedly indulging in a bit of poetic 
license. 
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Gas, Oil and Hot Dogs—Drive In 


UST Learn English to Drive 

New Fords,” is headline in 
Motor AGE. Heretofore only a few 
choice cusswords were necessary 
for the Model T. 


Gas tax total $101,250,841 for 
first six months of 1927. We have 
heard no kicks about this from 
motorists, so we are inclined to be- 
lieve that anti-knock gasoline is 
having the desired effect. 


Federal aid highways show ma- 
terial gain, says news item. We 
wonder how much of this material 
was picnickers’ litter. 


s 
Chevrolet accounting school well 


attended. The accounting § ac- 
counts for the attendance. 


I. O. Taft leaves Chevrolet to 
open Olds dealership in Kansas 
City. In using his initials when 
referring to him, it seems to us 


that Mr. Taft’s friends must tire 
of hearing the wise-crackers say, 
“Well, why don’t you pay him?” 


Another Ford Plant, says head- 
line. Heavens, is Hank cooking 
up more publicity schemes? 


There is no doubt that color is 
playing an important part in the 
sale of automobiles and their 
needs. New Ford owners will 
probably buy colored gasoline to 
match the complexion of the car. 


Tax on gasoline in some quar- 
ters, but you can take our word 
for it, tacks in tires cause more 
indignation. 


The government has just com- 
pleted a survey of tire wear. We 
have seen many a Scotchman do- 
ing just that thing. 


Sears, Roebuck & Co. has opened 
another tire and accessory store. 
This one is in Kansas City. No 
dealer need fear being seared by 
this competition, however, if he 
will just use all the common sense 
he has, and then add a personal 
touch to his service. 


“Horns for Ford,” is the head- 
ing that surmounts an article ex- 
plaining that this item will be 
supplied by the Sparks-Withing- 
ton Co. Something that the old 
Model T cars didn’t need. 


e 
Flour and sugar were used last 
week to help the Cargile-Bane Mo- 
tor Co. of Texarkana to sell some 
used cars. If the details were 
lacking we would assume that the 
sugar sweetened the deal and the 
flour furnished the dough. 
& 
We note from an ad that there’s 
money in washing cars—if you use 
your Bean. 








of itself. 








John Cleary Says— 


You can’t keep your home warm—in this season of cold 
weather and high winds—without a hot fire in the furnace. 


And you can’t have that without frequent shoveling of coal, 
opening of the draughts and raking—or a correct setting of 
the natural gas appliance or automatic oil burner. 


You can’t keep your business prosperous—in these days of 
keen competition for the customer’s dollar from all sides— 
without constant solicitation of old and new prospects, 
exercise of intensive salesmanship and weeding-out of the 
deadwood in your organization. 


You can’t set a thermostat and let your business take care 






































December 15, 1927 23 









Pictorial 
Melange 








ete 
ee 


It’s courtesy, not the woman, that pays. 
The Knight-Overland Co., San Antonio, 
located nine blocks from the heart of the 
business section, accommodates the tired 
business man when he leaves his car for 
service by driving him to his office in the 
courtesy car. If need be the Mrs. is seen 
safely home 









Two starters in Turkey’s first automobile race, held 
10 miles from Stamboul. Police were so fearful of 
accidents that they made the entries start in pairs 
at one minute intervals 


Gold hunters nowadays take 
advantage of modern trans- 
portation conveniences. Above 
is a camp of fortune seekers 
who rushed to embrace Dame 
Fortune when a gold strike 
was reported recently in Mc- 
Kenzie Pass, Oregon 


Motor trucks helped greatly in New Eng- 
land flood relief work. At right is one of = oe vy ete neni 4 
the 12 Reo Speed Wagons that assisted . es. | 8 RO gumama 
in the good work at North Adams, Mass. ee . ~ | 
The picture will give you an idea of the 
havoc wrought by the flood 
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it Seems That Buyers 





Must 2 Beggars 


cAnd a Personal Experience Tends to (onvince the Editor That 


Other “Prospects -Are 


Left Alone by Automobile Salesmen 


Even When They Choose to Buy 


By J ohn * leary 


immnnnnnnnnt')} TX weeks ago I invited automobile salesmen 
to sell me an automobile. If I were an auto- 
mobile salesman, that is how I should have 
interpreted the first article in this series, 
“They Chased Me for YOUR Dollar,” in the 
Nov. 3 issue of MOTOR AGE. 

Go back over your file, read that story 
again, and see if you do not agree with me that I should 
have expected salesmen to bombard me with letters, 
telephone calls and personal calls in an effort to sell me 
an automobile. 

I invited solicitation, and I was prepared for it. I 
was ready and eager to talk to all the salesmen who 
would write to me, telephone me or call on me. I hoped 
to learn, at last something about intensified automobile 
salesmenship from intensive automobile salesmen. I 
hoped to play the part of an active prospect being 
actively worked upon. 

And I might have bought a car. For, paradoxical as 
it may seem—being an editor—I had the money to pay 
for one. 

To relieve your anxiety, I shall give you at once the 
number of automobile salesmen who wrote, telephoned 
or called— 

A total of one. 

He wrote to me. His letter, written on Dec. 1, reached 
me on the morning of Dec. 5. 

And where do you imagine the letter came from? 
From Cheyenne, Wyoming. 

Listen to what Harry G. Tierney, a Stearns-Knight 
salesman and writer of the letter, has to say: 

“Your article of Nov. 24 would have caused me to 
blush had I read it a year ago. I was a member of a 
vast army of ‘order takers’ on a retzil sales force selling 
(?) a popular line of cars in the Fifties on Broadway, 
New York City. During the entire time that I worked 
for this firm I made but one call, and that to secure an 
order from a qualified prospect. 

“From ‘watching the door’ on my floor days, I deliv- 
ered 11 cars last May. How many more would have 
been sold from ‘door opening’ I do not know. I never 
tried it— 

“Until I came to Cheyenne, and my boss put me on 
a salary-plus basis, and told me what to do, I have 





followed instructions-—and opened doors—because I was 
paid to, and today I am selling automobiles. 

“IT have bought eight cars, both new and used, and 
have never received a personal call from a salesman. 

“My boss, having bought my time, dictates what will 
be done with it. Ringing door bells and asking questions 
seems to produce results. 

“It is both fitting and proper that the Editor of 
Motor AGE should possess an automobile that will re- 
flect his good judgment in things automotive. 

“TI am forwarding a Stearns-Knight catalog, and 
through no selfish motive suggest that you buy one from 
the nearest dealer. 

“IT don’t open a door to wrap a car around a man’s 
neck, but if enough doors are opened, automobiles will 
be bought. I said bought.” 

In the same mail with this letter there was a Shenvee- 
Knight catalog, which Mr. Tierney had mailed. To 
identify him as the salesman who sent it, he had printed 
his name and address on the back outside-cover of the 
book. 

Thank you, Mr. Tierney, Automobile Salesman: 

I am going to let all my readers draw their own 
moral. Let us now go on with the experiences of the 
owners who have written me. 


An Advertising Writer 


I bought my first car in 1913. It was a 

70 second-hand Ford touring. My next was a 
used Moon touring, bought from a new car 

dealer. This was probably in 1914-15. My next was 
my first new car—a “light car” made by Driggs-Sea- 
bury, Sharon, Pa., under the ritzy name of Ritz. 

(No new car salesman has appeared in this yet, and 
none stands a chance for some time.) 

I bought the Ritz by selling myself on it from read- 
ing a magazine called, as I remember it, “The Light 
Car.” I wrote for a catalog, mailed them a deposit, 
and paid the balance against the bill of lading. 

My next was a used Hupmobile, old warhorse, Model 
N. My next (and present) car was a Maxwell, bought 
in spring of 1925. No salesmanship here, as a friend 
made up my mind. 

I have never been solicited by a new car salesman, 
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although my name must have been available as an 
owner. In another town a Studebaker dealer got mildly 
interested in my interest in a car, but did not press. 

I received a year ago a series of mailing pieces carry- 
ing a Hupmobile dealer’s imprint. But no personal 
follow-up. Here in the suburb where I live, the man 
who gave my wife driving lessons last spring, took the 
agency for the Oldsmobile and talked with me a little 
about turning in the Maxwell, claiming he had a ready 
buyer for it. He has sent no bill covering his driving 
lessons, so I take it that I am still on his prospect list, 
but he doesn’t want to offend me with a bill and perhaps 
spoil his chances to sell me a car. 

So, as far as I am concerned, “there ain’t no sech 
animile” as an automobile salesman. But as a breed 


they are no worse or different from other classes of 
salesmen. 


A Salesman 
The first car I ever owned, personally, was 
7 ] a Model G Cadillac. Since then I have owned 
other Cadillacs, one Buick, one Oakland, three 
Mercers, one Duesenberg and three Jordans. All during 
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Salesmen 


that period I have only been called upon, in my home 
or office, by two automobile salesmen, and those two calls 
were made at my office. About six months ago, I did 
meet a Lincoln salesman in the corridor of our office 
building, who stated that I should be driving a Lincoln, 
but he was not headed for my office to sell me anything. 

As far as the direct mail work goes, I get from time 
to time, mail matter from Cadillac, Oakland and Jordan. 

I notice that some manufacturers advertise tires, bat- 
teries, spark plugs, bearings, axles, etc., to the public. 
If that is good business, why doesn’t someone drop into 
my office to sell me a tire, or at least put my name on 
their mailing list? 

I don’t see how some of these big advertisers of hid- 
den products are to continue spending the way they 
have been without putting in some sort of follow-up 
system. All kinds of salesmen are calling here regu- 
larly, such as real estate, bond, insurance, liquor, and 
salesmen for other things, running into more than the 
average expenditure. 

I also get every week several pieces of direct mail 
matter trying to sell me railroad transportation, oceanic 
travel, hotel space, shoes, hats, clothing, shirts, etc., but 
there has been no comparative effort made to sell me an 
automobile or its service, either by salesman or mail, 
and there has been absolutely no effort made to sell me 
its hidden or unhidden parts by any method. 

Yet millions of national advertising waste goes on 
without a blush. Those well known subconscious minds 
don’t all belong to the public. 

(Turn to next page, please) 
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A Sales Executive 


I have owned cars for five years and during 
72 that time have had three different makes. In 
accordance with the customary cycle, my first 
purchase was one of the lower priced cars, a Chevrolet. 
I then purchased a Model 58 Chrysler and during the 
last year purchased a Model 70 Chrysler. Only the last 
car was purchased on the urge of a salesman by personal 
call and also by some direct mail in the way of personal 
letters. 

I have received direct mail only from one manufac- 
turer of cars and this campaign ended by a telephone 
call from the salesman of the local distributor. 

An Editor 


ee 
I have owned cars for eight or nine years, 
73 having been duly certified by the common- 
wealth of this state as owner of the following: 
Three Fords, one Willys-Knight, one Oakland sedan, one 
Pontiac cabriolet. 

I bought my first car in a showroom—the dealer had 
never seen me before. 

I have never been approached by a salesman, who 
did not first have direct knowledge, either from myself 
or a friend, that I was an immediate prospect, and only 
about five or six salesmen have actually called upon me. 
I have never received a personal letter from a dealer. 

In other words, I have done all my own buying, which 
has consisted principally of selling used cars to good 


personal advantage. 

74 this car for three years. During the length 
of time I owned this car I was but once ap- 

proached by a salesman, who tried to sell me a Nash car. 

Finally I traded it in for a Studebaker. 

I drove this Studebaker for about 30,000 miles, during 
which time no one ever approached me with the sug- 
gestion of buying a new car. I happened to talk to a 
mechanical expert who expressed the opinion that the 
Oakland was a good buy with the result that I went to 
the nearest dealer to where I live and bought one. 

The net of this is that in the 10 or 15 years that I 
have been a prospect for a car costing in the neighbor- 
hood of $1,000 to $1,500 I have been approached but 
once by a salesman at a time when I was logically a 


prospect. 

75 a period of seven or eight years. Cars I have 
owned are as follows: Essex, Chrysler (used 

car), Jordan, Chrysler (new). Not one of these cars 

was bought as a result of solicitation by salesmen or 

by mail. 

The Essex was purchased because a close friend of 
mine owned one and I liked it. The Jordan was pur- 
chased largely because of Ned Jordan’s interesting copy 
and because of the style of the car itself. The used 


Chrysler was the result of reading an ad in the classi- 
fied section. 





A Salesman 
The first car I owned was a Grant. I owned 


An Advertising Agent 
My automobile ownership has extended over 
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MUST BE BEGGARS 





In connection with the purchase of this used car, I 
might say that the car was not as it was represented 
to be and that the service was very unsatisfactory. The 
result was that within a month’s time I purchased a 
new Chrysler through a dealer other than the one from 
whom the used car was purchased. 

There has always seemed to me to be a startling lack 
of salesmanship on the part of automobile agencies here. 
Several months before buying the used Chrysler I 
stopped in at a Chrysler agency and had a demonstra- 
tion. After that demonstration I was called on the 
phone one time only. There was no further follow-up. 
Later on I stopped in a Pontiac agency. We disagreed 
somewhat on terms but I told the salesman that we 
might get together later on and he said he would stop 
around some time to give a demonstration. Never heard 
from him again. 

I have always had a considerable amount of curiosity 
as to how car dealers have been able to sell cars with 
such a lack of activity on the part of their salesmen. 
Maybe this condition has changed within the last six 
or eight months but I doubt it very much. 

As to direct mail campaigns, I have been receiving 
material from the Packard company but there have been 
no solicitations by salesmen or by mail other than re- 


lated above. 
16 10 years, namely, a Ford, Dedge, Buick, Hud- 
son and Nash. At the time I purchased the 
Ford I had never been approached by a salesman. This 
was true also when I bought the Dodge. A Buick sales- 
man, however, called on me and worked fairly hard to 
sell me a Buick car when I was ready to turn in my 
Dodge. 

When I purchased the Hudson I had an interesting 
experience. I shopped along automobile row and visited 
practically every salesroom with cars selling at or about 
$1,500. Not once did I come in contact with what we 
might call a salesman. I found that most of the young 
men working on the floors of the salesrooms were more 
interested in finding out what I was driving and how 
much better allowance they could give me than a com- 
petitor. This argument seemed paramount to the sell- 
ing of their own product. I finally purchased a Hudson 
of my own volition. I am now driving a Nash. I 
bought this car in the salesroom without any outside 
solicitation. 


It may not be any news to you, but I find that car 


oa : « 
An Editor 


Despite being branded in the telephone 

7 / directory, listed in Harrisburg as a fair haz- 
ard at the wheel, and in many other respects 

in direct line of fire as a prospect, I have never been 
solicited personally or by direct mail. Perhaps it’s the 
name. But, be that as it may, as far as direct contact 
with automotive selling is concerned, I don’t know what 


a salesman or a piece of automotive literature looks like. 
Maybe that is the real reason why I have never owned 


an automobile. 
os 


A Salesman 
I have owned automobiles for a period of 
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dealers seem to be more and more dependent on satisfied 
owners sending their friends into the salesroom than 
going out after new car prospects. 


A Salesman 


I have owned automobiles for ftve years, two 

7 a Fords and two Dodges. I can only remember 

being approached once by the dealer’s sales- 

man and that was after I had personally called at the 
salesroom. 


A Salesman 


I have owned cars about eight years. I have 
79 owned one Ford, one Chevrolet and two Essex 
cars. 

I was approached just once by a salesman and that 
was the Essex salesman. I was approached twice with 
form letters one being for a Hupmobile and the other 
for a Studebaker. Incidentally, you might be interested 
in the type of letter the Hupmobile sent out. They had 
sold a Hupmobile car to one of my neighbors and in 
their letter they stated that they were delivering the 
next afternoon a new Hupmobile to Mr. Smith, one of 
my neighbors, and they asked me if I wouldn’t look it 
over after it was delivered. 


An Editor 


I have owned automobiles for five years— 
8() two Chevrolets. I have never been solicited 
to buy a car. 


A Salesman 


I have been a car owner since 1921 and to 

&] date have owned two Ford coupes and one 

Essex coach. During that time I was never 

approached by a car salesman nor did I ever receive a 

personal letter or a telephone call asking me to purchase 

a car unless I had first called on the dealer stating that 
I was in the market for an automobile. 

The car dealer just isn’t doing the selling job. 


A Sales Manager 


I bought my first car in 1916 and have owned 

$2 the following makes: Hupmobile, Franklin, 
Buick, Essex, Chrysler, Packard. 

Before buying my first car, I called at several sales- 


' rooms and let it be known I was on the market. I be- 


lieve I was followed up by each dealer until I advised 
them that I had purchased. In general, since then I 


Pa 5 
A Salesman 
8 3 I have owned automobiles over a period of 





11 years. Over that period of time I have 
owned four cars, an Overland, a Paige, and 
two Essex. 

I have been approached on three different occasions 
by automobile salesmen asking me to purchase a car. 
I have never received what could be properly designated 
a personal letter, but was for a time on the mailing 
list of a local dealer where I probably received a dozen 
circular letters. Have never been solicited by telephone. 


at 55 





THAT BUYERS 


CWDS 


27 


MUST BE BEGGARS 


5 
A Writer 


Q 4 I have owned automobiles for about 15 








years. I have owned about 10 or 12 automo- 

biles in that period. They have been Fords, 
Chevrolets, Buicks, Studebakers, Marmon, Cole Eight, 
Oldsmobile Eight, Oakland Eight, Overland, Scripps- 
Booth. 

As I remember, with all these cars and in all these 
years, I received one letter asking me to look over a 
dealer’s new line of Overlands and Willys-Knights, and 
one time I received a telephone call from a Marmon 
agency after I had visited their show room and indi- 
cated I might be in the market. 


“3 oS 
have not been solicited by representatives of any car 
which I did not own or had not previously owned. 

I remember only two other solicitations, one was a 
house to house canvass by the local Dodge organization. 

The state law requires that I appear annually in per- 
son at my local state automobile registration office to 
renew my driver’s license. This happens to be at the 
Buick salesroom. The local salesman assists at this 
ceremony and looks over the license applications to see 
that they are O.K. and attests them as a notary. He 
usually makes it a point to notice my name and the 
ear I drive. For a while he used to remark, “How’s 
the Buick running?” Since he cannot do that any more, 
he remarks something like this, “H-m, a Packard! I’m 
afraid you won’t be interested in a Buick now.” 


Why he does not suggest a small roadster to go with 
the Packard, I do not know. 





A Secretary 


My first car was purchased about 1914, and 

85S since that time I have owned the following 

makes of cars: Chevrolet, Maxwell, Chandler, 
Studebaker, Buick. 

I am not in position to state definitely, just how many 
times I have been solicited to buy automobiles, but I 
presume that, during that period, I have been ap- 
proached by possibly 12 different salesmen personally, 
but I have, of course, received literature and solicita- 
tion by letter from a great many others. 


An Advertising Manager 


In 1910 I bought a two-cylinder Maxwell. 

86 In 1912 I bought a Regal Roadster. In 1914 

I bought a Regal touring car; in 1915 a Hup- 

mobile; in 1917 another Hupmobile; in 1920 a Hudson 
and in 1924 a Cadillac. 

To the best of my knowledge and belief, I have never 
been asked to buy an automobile through the personal 
call of a salesman and only twice have I ever been fol- 
lowed up by a salesman after my visit to a show-room 
and my inquiry regarding the car I looked at. 





More experiences will be related in next week’s issue 
of Motor AGE. If you read them studiously, you can 
profit from the hunch they will give you to become more 
intelligently active in your selling. 

Interested readers are urged to submit their im- 
pressions. 
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How we Mechanic 


LE Pahson Brown, he always say, 
‘Keep in de straight and narrow way.’ 
’At’s easy when de cah am right, 
But when she ain’t the job’s a fright. 
“*Wavering heads you straight fo’ hell!’ 
I oft has heard de pahson tell; 
If cah am good but hard to steer, 
You may miss hell, but sho come near.” 


“Hey there, Snowball,” called Mack to the colored 
bard, “What’s the idea of mixing your job and re- 
ligion ?” 

“To tell de truf,’” answered Snowball, the genial 
colored shop porter of the Westville service station, 
“it was like dis 

“Las’ night Ah was jes comin’ home fum prayer 
meetin’. Pahson Brown tell us all ’bout de “straight 
and narrow way’—sounded like some o’ our streets— 
leastways narrow. Well, jes as Ah was comin’ home 
‘long come a old cah. Man, man, when she hit 
dem cobbles down near 6th and Market Street 
it took bof curbs to guide dat car—almost.” 

“Certainly must have been a shimmying 
fool,” admitted Mack to draw him on. 

“Wan’t nothin’ else but, and by de time she 
wigwageged out o’ sight I plum forgot jes what 
de pahson say and was jes now tryin’ to 
’member it.” 
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Motor Age 


Shimmying (ars -Are Fun 
Car Owner They 
eAnnoyance 


By C. Edward 


“Well, I think you have improved on it. 
you have said a mouthful,” said Mack. 

“Shimmy, kick back, or what ever you want to call 
it, is serious, and I want every car owner who drives 
in here to be offered the chance to have his car check- 
ed for this trouble.” 


At least 


Without 
delay Mack 
called his 
boys together 
to give them 
the result of 





his experi- { 
ence on this 
seemingly 
simple, yet 
baffling sub- 
ject. 
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Shakes me Shimmy 


to Look at But to the 
Are a (Constant 
and ‘Danger 


Packer 


“Shimmy, or whatever you want to call it, is mighty 
annoying and dangerous to the car owner,” he began. 
“This very fact means that it can be made a means 
of creating good-will and profits for our shop if we 
just tackle this problem in the right way. 

“Pointing out the conditions that exist will sell 
plenty of front end bushings and bolts and wheel 
aligning jobs. All we have to do is to point out the 
danger, the cause and the cure to get these jobs. 

“Shimmy is dangerous because of the terrific strain 
that it puts on the car. Furthermore, it may cause 
the car to side-swipe another car or to leave the road. 
The cause is not always so easy to find, but the fol- 
lowing are the things that influence shimmy: 

1. Wheels improperly aligned. 

2. Looseness in the front system. 

3. Excessive spring lubri- 
cation or sagged springs. 

4. Unbalanced wheels. 


jo 


5. Unequally inflated tires. 
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“Tneorrect wheel alignment is a direct cause of hard 
steering, shimmy and excessive tire wear. Every car 
should be checked regularly for misalignment, as 
wear, road shocks and curb bumping are constantly 
upsetting the front wheel adjustment. 

“The castor of the front wheels, adjusted by tipping 
the front axle, is more important than some think. A 
twisted axle will result in different castor on the 
front wheels. The chief purpose of castor is to help 
hold the car on a straight course and to assist in 
straightening up the front wheels after turning a 
corner. On the average the castor angle is between 
1 and 2 degrees with the top of the axle tipped to 
the rear. Should the top of the axle tip toward the 
front, the car will be hard to manage and will tend 
to roam from side to side on the road. 

“Camber, or the amount that the wheels are far- 
ther apart at the top than at the bottom, is set at the 
factory. There is no way of adjusting it and any de- 
viation from the original means either sprung parts 
or worn spindle bolts and bushings—assuming the 
wheel bearings are in good order. 

“Toe-in is readily checked with a wheel aligning 
gage and will run between 0 and \% in. This is the 
general recommendation of tire manufacturers where 
balloon tires are used. High pressure tires may be 
toed-in as much as 3/16 in. This adjustment is read- 
ily made on the tie rod. 

“When it is realized that the front wheel adjust- 
ment is extremely important, you will see how foolish 
it is to attempt to make any adjust- 
ments if looseness exists. Worn 
bushings and bolts should be re- 
placed and all adjustable steering 
connections tightened up before at- 
tempting to line up the wheels. 

“Wheel bearings are among the 
first adjustments that should be 
taken care of before attempting to 
line up wheels. In checking wheels 
for looseness do not be deceived by 
any looseness of the king pin in its 
bushings. Second to checking wheel 
bearings should be the tightening 
of disk or wire wheels on the hubs, 
or the tightening of the rims of 
wooden wheels on the felloe. 

“Due to the flexibility and easy 
riding quality of some springs, they 
should not be oiled. To dismantle 
them and graphite them at inter- 
vals is O.K., but ‘painting’ them 
with oil makes them too active. 

“This extra motion throws the 
axle angle out. The wheel castor 
then varies and may even run from 
a few degrees back to a few degrees 
forward which will surely result in 
shimmy and wandering. 

“In some cases a check-up be- 
tween the springs of the car and 
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HOW THE MECHANIC 





new ones will show that the old springs have sagged. 
Reforming or replacing is the only real cure. 

“In connection with the problem of excessive spring 
action it will be found that shock absorbers will be 
a great help in overcoming this trouble. Cars that 
have been unmanageable on some roads have become 
entirely ‘tamed’ when shock absorbers were installed 
or properly adjusted. 

“An unbalanced wheel is a sure trouble maker. It 
is the practice among automobile manufacturers to 
carefully balance their wheels—especially on the 
faster models. In some models lead slugs will be 
found under caps on the felloe. By varying the num- 
ber and location of these slugs the wheels are care- 
fully balanced. 

“In some cases shimmy has resulted from an un- 
balanced condition resulting from uneven tread wear. 
Again, the placing of blow-out patches in front 
tires may cause trouble. When assembling such a 
tire the valve should be opposite the patch. When- 
ever shimmy persists in a car at high peed, check the 
wheels for balance. If both wheels are out of balance 
and their heavy sides are hitting the road at the same 
time, tramping will be the result. On the other hand, 
if the heavy parts are 180 degrees apart an action 
similar to shimmy will develop. Lead washers or wire 
solder are most commonly used for balancing wheels. 

“Under inflation, and especially unequal inflation, 
is one of the more easily corrected causes of trouble. 
It is easy to correct this but to make it stay corrected 
is hard. The average car owner will not check his 
tires often enough or be careful enough in keeping 
them equally inflated. 
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SHAKES THE SHIMMY 





“There is a strong gyroscopic action in a revolving 
wheel. You have probably all tried at one time or 
another the old stunt of holding one end of the axle 
of a bicycle wheel when the wheel is spinning. If 
you hold still the gyroscopic action of the wheel will 
hold the axle horizontal (or wherever you have placed 
it). But move your hand up or down suddenly, and 
immediately the wheel tries to turn—and it does turn. 
Now imagine one of these in each hand and yourself 
trying to hold the axle in line. That is what the 
front system of the car must do. 

“If the front tires are unequally inflated they will 
react differently to road bumps with the result that the 
motion on one end of the axle will be different from 
that at the other end. This is especially noticeable 
on concrete roads that have uniformly spaced cracks 
or joints. On such roads a car that is mechanically 
correct but has its front tires unequally inflated may 
develop a violent shimmy. 

“Of course there is the other angle to the problem 
also, that the softer tire has more road contact and the 
rolling resistance is greater. Furthermore, the soft 
tire upsets the point at which an extended axis of the 
king pin strikes the road. But without worrying 
about all the details, see that the front tires are 
equally inflated. 

“We had shimmy long before we had four-wheel 
brakes and balloon tires, so these items cannot be 
blamed for that trouble. However, it is true that 
the greater unsprung weight of front axles of four- 
wheel brake cars, plus the balance and inflation re- 
quirements with balloon tires, contributes to the serv- 
ice station’s problems.” 





Four-Wheel Brakes for Dodge 4 


ODGE BROTHERS, INC., is now equipping its 
four-cylinder “128” line with Midland Steeldraulic 
four-wheel brakes. No increase in price is made on 





Steeldraulic brake used on Dodge Four 


% 


the line, in fact a reduction of $25 on the de luxe sedan 
is simultaneously announced, this model now listing at 
$950. In addition to this model, the line consists of 
the standard sedan, a coupe, and a cabriolet roadster. 

Of the internal expanding type, the steeldraulic 
brakes adopted by Dodge Brothers have 12-in. drums, 
with a width of 2 in. for the lining. The four-wheel 
brakes provide an effective braking area of 14234 sq. in. 
The hand brake applies to the same shoes, all four-wheel 
brakes being actuated by the emergency lever. 

Clearance of the shoe is approximately 1/16 in. 
Shoe adjustment can be made without removing the 
wheel through an inspection hole in the drum, acces- 
sible between the wheel spokes. 

The lining itself is of the molded composition type, 
having a low frictional coefficient. 

Actuation of the brakes is through steel cables, 
passing through a series of disks or rings, fitting 
together to form a series of ball and socket joints, per- 
mitting a limited amount of movement. These disks 
are enclosed by a coil spring and protected with a rub- 
ber fabric cover. Thus brake action is not affected by 
turning the wheels, spring action, or body roll. Of 
course there are no universal joint connections. 

From the brake pedal two rods run back to a tubular 
cross-shaft supported by brackets bolted to the frame 
side members. Bell-crank levers at the ends of this 
shaft connect to the steel cables by tension rods. The 
hand brake is connected to the same cross-shaft by two 
cables. Anti-rattlers are used on the rods and springs 


on the cross-shaft and hand-brake cables. 
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Tu Collegiates 


Motor Age 


Through 


(alifornia Dealer Finds Inexhaustible Sales Field for Ss 


Distributor in University Student Body 


By H. H. Dunn 


N THE basis that every automobile sold in 
contiguous territory helps the sales of the 
dealer in that car in any particular town 
in that territory, Charles R. Webb, presi- 

dent and owner of the Webb Motor Co., of Berkeley, 
Calif., has been devoting some attention to the prob- 
lem of how the dealer can help the distributor in 
other ways than selling cars. 

One of his discoveries in the two or three 
years he has been working along these lines, 
has been that almost every boy and girl in 
a normal school, junior college, college or 
university, is a prospect, either individually 
or for his family, for the distributor. 

He has found, too, that these schools are 
not fields for the local dealer, except in a 
very limited way. But by building up his 
lists of what he calls “family prospects,” 
from students at the University of Califor- 
nia, at Berkeley, he has enabled the Paige 
Company of northern California, distribu- 
tors for this section, to put dealers in towns 
and cities other than Berkeley, in the way 
of making hundreds of sales. In doing this, 
of course, Webb has made a number of sales 
himself, to students’ families who live in 
Berkeley, and to students from outside 
points, who through their families do not 
reside in the college town, have the privilege 
to select, and the money to pay for, their 
own Cars. 

In return, too, he has received scores of 
“tips” from Paige dealers in other towns in 
northern California, who have benefited by his in- 
formation. When these dealers learn of a boy or girl 
in the University of California who is in position to 
buy a car—either new or used—they tickle the tele- 
graph wire to Webb. In connection with this, it 
should be added that the distributor informs the deal- 
er of the source of the prospect information given 
him. By this means, Webb has made himself better 
known to, and more closely in contact with, all the 
other Paige dealers in this territory than any other 
automotive merchandiser of whom the writer knows. 

Each year, Webb makes a careful study of the auto- 
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mobile population of the University of 
California, which has approximately 10,- 
000 boys and girls on the campus, with 
an additional faculty membership of 





Main entrance to the University of 
California which, in the matter of car 
prospects, is a happy hunting ground 





Headquarters of Webb Motor Co., Berkeley, Calif., which makes 


good use of students as prospects 


about 2500 men and women. This year, for example, 
his survey showed that a little better than 18 per cent 
of the students own automobiles. The men own more 
than twice as many as the women, 25.8 per cent of 
them and 12.3 per cent of the co-eds driving their own. 

When it comes to student families owning cars, how- 
ever, the figures are more nearly equal, 75.1 per cent 
of the men belonging to families who own at least one 
car, while 74.8 per cent of the women students are 
similarly situated. It was found, however, that less 
than one-third of the boys and girls whose families 
own cars, have the use of them regularly. This, of 
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course, is largely affected by the fact that a very 
large percentage of the families having sons and 
daughters in the University of California do not 
reside in Berkeley. The average number of cars per 
family of the male students is 1.11, while the average 
woman’s family owns 1.13 cars. Economists undoubt- 
edly would take this as an indication that the fam- 
ilies of the co-eds are slightly better off as to material 
prosperity, than those of the boy students. Indeed, 
Webb believes that the girls and their families are, 
in general, more promising prospects than the boys 
or their families, but he has not worked out sufficient 
figures on this to make his statement binding. 
“While the University of California is one of the 
largest in the United States,” said Mr. Webb, “my ex- 
perience leads me to believe that the student-body, 
and the faculty, of any college, university, junior 
college or even normal school, offers an excellent and 
almost unworked field for the automobile distributor. 
It is not—except to a limited extent—a field for the 
local dealer, because, when all is said and done, it 
is the parents of the student in about 90 per cent of 
the cases, who do the ac- 
tual buying of the car. The 
majority of the students in 
these schools do not bring 
their families with them 
When they go to college. 
So the dealer in the town in 
Which the student’s family 
lives must sell the car. 


ANY articles have been written 

on how the distributor may 

help the dealer, but here is one 

about a dealer who has found a way 

of assisting his distributor. How 
he does it is detailed in full. 
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Charles R. Webb, 
owner of Webb 
Motor Co., who 
had the profitable 


idea 


“Working on this assumption, I comb the student 
body of the University of California, first, for pros- 
pects for myself; second, for prospects for other 
dealers, whose names and addresses I send to the 
Paige Company of Northern California, for immediate 
transmission to the dealer in the particular town in 
which the student’s family lives; and third, for what 
I call ‘futures’—boys and girls in their senior year, 
who, in another year or two, will be active, salable, 
financially capable, prospects for automobiles. 

“Every year there is poured into the University 
of California about 2000 
freshmen. Of these approx- 
imately 800 drop out, for 
various reasons, in their 
first year. I pay little at- 
tention to any but the lead- 
ing freshmen, those who 
are at the heads of their 
classes, prominent in stu- 








SELLING THROUGH 





dent activities, 
or leaders in 
athletics. These 
usually either 
are capable of 
buying a used 
car on their own 
resources, or 
come from fam- 
ilies of suffi- 
cient prosperity 
to buy a car for 
them. 

“Every year 
there goes out 
of the Universi- 
ty of California 
a graduating 
class of approx- 
imately 2000. 
These are the 
men and women of business, industry and the pro- 
fessions of tomorrow. From them I have obtained 
annual lists for the past three years which are now 
beginning to prove valuable as prospects, the more 
especially as about 40 per cent of the male graduates 
of the University of California remain in this state. 

“In between the beginning and the end of a college 
course, it is apparent that there is a sustained influx 
of about 1200 fresh prospects every year, allowing 
for the elimination of all those who ‘fail to make the 
grade’ through their freshman year. The great ma- 
jority of those who win through all four years, very 
soon will be in a position to buy cars of their own, 
while every year that a boy or a girl remains with 
success in the university or college, adds to the prob- 
ability that his or her parents will buy the student 
an automobile. 

“Suppose, for example, Bill Jones comes to the Uni- 
versity of California from Sacramento. Bill is just 
an ordinary boy, from a family of little better than 
average means. If he buys a car for himself, it will 
be a used Ford, which he can get on time payments 
for not more than $100. Now, I advertise my low- 
priced used cars in The Daily California, the student 
body newspaper, published on the campus, and read 
by about 999 out of every 1000 boys or girls there. 
I have to take a chance on Bill buying his used ear, 
if he buys one, on his doing so as a result of that ad- 
vertising. Except as an incidental, I am not after 
Bill’s hundred dollars. 

But, from the catalogue of the university, I get 
Bill’s address in Sacramento, and pass it on to my 
distributor. He sends it immediately to the Paige 
dealer in that city, and that dealer does the rest. The 
chances are 99 to one, that if 
Bill’s dad does buy a car, he 
will buy it from his home-town 
dealer, even if the car ulti- 
mately is to go to Bill for use 
in Berkeley. This talk about 
the boy or the girl selecting the 
family car is largely apple- 
sauce without any ‘sugar.’ 
Friend Wife frequently selects | 
the family car, but in my ex- | 
perience it has been Papa who —\, 


except Sunday. 


tory. 


more will be sold. 











One of the 10 streets leading to the University of California, all of which 
are equally filled with student-driven automobiles every day in the week 


Ten thousand students attend the university 


HAVE learned,” said Mr. Webb in ex- 

plaining his reasons, “that every sale of 
the car I represent if made in territory any- 
where contiguous to my own, helps me in 
making sales of that car in my own terri- 
The more cars of any make sold, the 
On this basis, I have 
found that using the student body of the 
university as a field for prospects for my 
distributor has helped me far in excess of 
the small cost involved.” 


Motor Age 


COLLEGIATES 





has the final 
word—and says 
it in the great 
majority of in- 
stances. 

“Now, there 
is still a possi- 
bility that Bill 
will come to me 
for a used ear, 
either as a re- 
sult of my ad- 
vertising in the 
student newspa- 
per, or as a re- 
sult of the ac- 
tivities of the 
boys and girls 
who are helping 
to pay their way 
through college 
by telling other boys and girls of the advantages of 
buying a car from the Webb Motor Co. If Bill stays 
through his freshman year—‘makes good’ in other 
words—and comes to me for a car, no matter how lit- 
tle he can pay, I give him the best of the deal, just 
as far is I can without injuring myself. I see that he 
gets every cent’s worth for every cent he pays. I see 
that the car is in exactly the condition represented 
when he gets it, and that if he has trouble with it, he 
can come to my service station and learn exactly what 
is the matter free of charge. In other words, I help 
Bill, until Bill believes what I believe myself—that 
the Webb Motor Company is the best automobile 
dealer in Berkeley. 

“Bill is satisfied with his treatment, and with his 
used car. When he talks to fellow-students, or to 
his parents, he is going to praise my company and 
my car. If and when he can, he is going to buy one 
of my cars, or, if not, he is going to buy another used- 
car from me. In other words, he is helping the Paige 
dealer in Sacramento sell his family a Paige car, and 
me to sell my cars, either new or otherwise. 

“To a lesser degree, the same situation exists among 
the co-eds, of whom, as you have seen, rather more 
than 12 per cent drive their own cars. The girls at 
this university buy low-priced used cars, just as do 
the boys, and they can be converted into friends of 
an individual dealer or car just as easily as can the 
boys, if they are treated with the same care and hon- 
esty. 

“This is one method of getting sales among univer- 
sity students, and of obtaining prospects, as well as 
maintaining friends. There are several others. The 
Webb Motor Company, as one step, keeps at all times 

before students in the College 

of Engineering an offer of 
. assistance in every manner of 

studies of automotive engineer- 
ing, and material for theses by 
these young engineers on the 
construction and motor char- 
acteristics of the car we sell. 
A number of these theses have 
been written by graduating 
engineers on our car and its 
F (Turn to page 40, please) 
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New Ford Truck Has Greater 





wheels and 24% tons capacity with dual rear 

wheels are included in the new line of the Ford 
Motor Co. Four-wheel brakes, worm-drive rear axles, 
torque tube drive, cantilever rear springs, and welded 
steel spoke wheels are used on both models which 
are practically identical except for rear wheel equip- 
ment. The powerplant is the same as that embodied 
in the new passenger cars, consisting of a four-cylin- 
der 3% by 4% in. engine with battery-distributor 
ignition and oil and water pumps, multiple disk clutch 
and three-speed sliding gear transmission. An addi- 
tional two-speed auxiliary transmission is offered at 
extra cost. Front axle, front wheel brakes and, steer- 
ing gear are substantially the same as the passenger 
car units. 

Wheelbase of the truck models is 131% in., com- 
pared with 124 in. on the former truck. The rear 
axle is similar to the unit formerly used and the neces- 
sary extension of the power line is accomplished by 
use of an enclosed intermediate propeller shaft. At 
_the rear of the transmission a tube with a ball end 
similar to that on the front of the torque tube is 
mounted within the ball cap and this tube and the 
propeller shaft extend to a frame cross member where 
the universal joint, ball and ball cap assembly are 
duplicated. The auxiliary trans- 
mission when supplied is placed 
back of the regular unit and in 
place of the front part of the in- 
termediate propeller shaft. 

The 17-leaf rear springs are 
located outside the frame rails 
and areeshackled to the frame 
at the front end and pass be- 
low the trunnion mounting on 
the side of the frame. Connec- 
tion with the rear axle hous- 
ing is made by a split member 
Which encircles the housing. 
The main leaf of the spring is 


"Tweet models rated at 142-tons with single rear 


~~ 


follows: 





rated at 4 to 3 


Has | /-Leaf Rear Springs and IV heel- 
base of I 31% in. Powerplant is Same 


as That in Passenger Cars. 


O prices as yet have been an- 
nounced on the 2!4-ton edition 
of the new Ford trucks, but the prices 
of the 1!4 to 2-ton models are as 


Chassis........ 
Chassis with cab 
With express body 
With stake body 
With platform body 
In addition there is the Ford road- 
ster with pick up body listing at $395, 
4, tons, this chassis 


alone selling at $325. 
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practically level and has very little if any camber. 

The rear axle of the three-quarter floating type 
with rear wheel loads taken by roller bearings on the 
outside of the housing. The assembly embodies two 
axle housing halves bolted together and an over- 
mounted worm with double external adjustments. 
Standard gear ratio is 5 to 1. Two radius rods are 
employed on the torque tube and the axle end of each 
rod is used to support the inner end of the brake 
shaft. 

The rear wheel brake drums, which are 14 in. diam- 
eter, enclose internal brakes of the rigid-shoe type. 
Two shoes are used in each brake and they are divided 
on a horizontal line with the operating cam at the 
front and the adjustable anchorage at the rear. 

The frame has an overall length of 1715/16 in. 
and the depth is 6 in. with flange width of 234 in. 
The bottom of the side rail tapers upward from the 
trunnion mounting for the rear springs to the rear 
end. Five heavy channel cross members are used, 
the rear members being offset downward and fitted 
with a bracket for carrying the spare wheel, or wheels, 
below the body. The next member forward is of U- 
section with wide flanges and is arched to provide 
clearance for the axle housing. The third carries the 
forward end of the torque tube and the next carries 
the front propeller shaft or the 
bearing between the two trans- 
missions if the dual unit is 
used. The front cross member 
mounts the engine front sup- 
port, the radiator and the trans- 


pb vee news $460 verse front spring. In addition 
errerTTTy 945 the rear engine supports vir- 
see esas 600 tually form an additional cross 
Oe de a aw ae 610 member. 
err ee 595 


The wheels have welded steel 
spokes and integral rims, and 
the spokes do not cross as is 
the case with wire wheels. 

(Turn to page 40, please) 
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Accountant for Miami Dealer Devises 
a Bookkeeping System That is a 
Marvel of Compactness, With 


E. T. Dukes, 
bookkeeper of 
the Brigman- 
Nash Co., Mi- 
ami, Florida, 
who created the 
accounting sys- 
tem sketched in 
this article. It 
if so compact 
that any day he 
can take up his 
department and 
walk, and not 
perspire either 


No ‘Detriment to Efficiency 


By Joseph Faus 


OOKKEEPING ain’t what it used to be. 

It wasn’t so awfully long ago that when 

a sucker was sent into a garage for a 
left-handed monkey-wrench he could 

see writing on the walls that wasn’t Nebuchad- 
nezzar’s. First, there was usually a strong 
poem composed in a weak moment that howled 
thusly: “To trust is bust; to bust is hell; no 
trust, no bust—no bust, no hell.” Underneath 
that the scraggling chalk line told all and sun- 
dry that John Smith owed $4.50 for an inner 
tube; sandwiched between this item and the one 
that said Jerry Brown had paid $5 on his old 
repair account were such flivver bon mots as, 
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Accounting System 


“Stop me if you’ve heard this one,” and “This stork 
carries my baby.” 

But those days, like mustache cups, bustles and 
Jess Willard, are gone forever. Some wise gentlemen 
saw another kind of handwriting on the walls and 
proceeded to sit down and evolve far more confiden- 
tial and efficient methods of keeping books, and not 
in storage either. Perforce, the old walls were kal- 
somined, the mechanics gave up their chalk sticks, 
and a young chap just out of business school came in 
with a few hefty ledgers and several bottles of black 
and red ink and proceeded to manipulate the sort of 
figures that Flo Ziegfeld doesn’t. 

Every system has its Babson, and, true enough, 
there are nowadays multitudinous and multiformed 
plans for bookkeeping used in this country. Practi- 
cally every automobile factory has a pet device that 
it tacitly suggests its dealers use also, and it offers to 
install it gratis. However, some agents frankly, 
withal respectfully, look upon these headquarters’ 
systems none too favorably, and proceed quite naively 
and independently to set up their own original style 
of showing their profits and losses. 

Among this latter gentry-—tardily to come to the 
backbone of this article—is the Brigman-Nash Co., 
of Miami, Florida. E. L. Brigman is a pioneer Nash 
dealer and operates and owns one of the most pro- 


gressive and thriving agencies in his territory. Inci- 
dentally, he has sold Nash automobiles since their 
debut; he was, in fact, among the first authorized 
dealers in the South. 

This Miami firm has an absolutely original system 
for maintaining its accounts, and its officials are as 
proud of it as a sophomore boy is of his first long 
pants. They assert their individualistic plan works, 
and not like an I. W. W., and that, furthermore, they 
wouldn’t trade it for any other. The consequence of 
such praise was naturally a conference with the Sir- 
Hubertized gentleman. 

He turned out to be E. T. Dukes, the company’s 
bookkeeper, who operates this undoubtedly merito- 
rious system. Although some of its fundamental vir- 
tues were suggested by a Miami accounting firm, Mr. 
Dukes elaborated on them and evolved other worthy 
ramifications that all added materially to the system’s 
smoothness of operation and ultimate efficiency; and 
the plan as it now stands may truthfully be con- 
























At left is a front view of the Brigman- 
Nash headquarters in Miami. Above is a 
view of the service plant. E. L. Brigman 
is a pioneer Nash dealer and owns and 
operates one of the most progressive and 
thriving agencies in his territory 


sidered to be largely as his personal cre- 
ation. 

It is no doubt startling to say that, consid- 
ering the large volume of business this Nash 
agency does, the only material requisites the 
bookkeeping department possesses are a large 
ledger and several very small summary books. 
Any day Mr. Dukes could take up his depart- 
ment and walk, and not perspire either. Thus 
lightly and simply he competently takes care 
of the various accounts of an automobile 
agency that does a business every year of ap- 
proximately a million dollars. But let me re- 
peat to you the explanation given to me by the 
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obliging Mr. Dukes as to how he accomplishes it. 

“For a number of years,” he began, “I have 
had good opportunities to study and work with 
many and varied types of bookkeeping systems, and, 
inevitably, in all I discovered faults that I considered 
could be corrected and departments and supplement- 
ary books that could be entirely eliminated. Every 
enthusiastic accountant and bookkeeper has the great 
dream that some day he will invent a system that is 
absolutely infallible; naturally, I was not without 
this ambition. This system used here, then, contains 
many of my pet ideas, and I honestly think the plan 
is as worthy as can be found in use anywhere; it is 
efficacious and eliminates all guesswork. Certainly I 
have proved that it operates completely and with less 
work and monetary outlay than all other systems of 
which I have seen and heard. Alone I manage it, ex- 
cept for the occasional cooperation of a typist in writ- 
ing letters. Taking into consideration the primal 
cost of installation, books, my salary, stationery, ink, 
and so forth, it costs not over four hundred dollars 
a month to operate. What other firm that turns over 
a million dollars’ worth of business a year can equal 
that low operating cost in its bookkeeping depart- 
ment? 

“To cite but one of the many features through 
which I save cents and dollars: When we get a new 
customer I immediately give him a number on my 
‘confidential list,’ and which no curious clerk or sub- 
ordinate can see. This number alone is used in car- 
rying his account back and forth in my books’ pages. 
For instance, say his car is bought in the name of the 
Peninsular & Occidental Steamship Co. and his num- 
ber is 246; the latter takes a second to write—the for- 
mer almost a minute. His account crops up about 
30 times, say, and he is but one of 500 customers. If 
you stop to figure out this seemingly small saving you 
will be astonished to discover that it amounts in paid- 
time to almost $200 a year. And that is but one of the 
many time-saving devices I have! That method not 
only saves time, but is confidential and does away 
with any chance for errors; its use, then, is of three- 
fold value. 

“This large ledger here, contains six sections—Gen- 
eral Liabilities, Sales, Costs, Expenses, Other Incom- 
ing and Charges. It is the Expenses Department, I 
think, that is probably the most important of them all 
and the big one which all bookkeepers should con- 
stantly and carefully watch. Most mistakes, I have 
found, in my own work can usually be traced to that 
department—and most losses! This section of mine 
is subheaded into four rulings—New Cars Expense, 
Used Cars Expense, Service Department Expense, and 
General Administrative Expense. Meticulously I care 
for these separate headings: if a mechanic gets five 
gallons of gas I must have a signed requisition to 
know if it is for a new or used car; if a salesman sends 
a telegram I must know if it is relative to a new or 
used car, and charge it accordingly. Mr. Brigman 
must know to the very cent how much it costs him to 
sel] a new or used car! And he does! I may add here 
that most dealers’ bookkeepers charge such items to 
Incidental Expenses. Again, my Service Department 
Expenses section is subdivided into three divisions— 
Shop, Top and Body, and Paint. The majority of 
bookkeepers and executives think that idea calls for 
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too much detail work, but I have found it imperatively 
necessary, in order to be correct. 

“The other five sections have no divisions; none is 
necessary. 

‘““At the end of the month I transpose the totals of 
the various statements to this small summary book, 
or Loss and Gain book, here. In this thin ledger, by 
at least the fifth day of every month, I can correctly 
show: first, the gross profit of the month; second, 
the net profit of the month; and third, the profits in 
dollars and cents of every single department. Also, 
here the expense items are prorated to each depart- 
ment. Further, a percentage comparison is figured 
out, showing loss or gain with other competitive 
months. To be positive I am right in all my various 
estimates, I have an expert accountant go over my fig- 
ures every month. These Loss and Gain statements 
are in simple form, and their value to the employer 
is incalculable. 

“If Mr. Brigman wants to know, and know right 
away, just exactly to the cent how much money we 
made or lost last month on used cars I can immediate- 
ly tell him. Further, I can also inform him how it com- 
pares with the previous month, or months, so that he 
can, if he cares, instruct his salesmen accordingly— 
to be cautious or generous. If what we call Gratis 
Work—the free-will labor accorded new car owners, 
or the substitution of another fixture for the first, 
and unsatisfactory, one given—begins to mount up 
higher than common-sense says it should, no more 
than 30 days at the most elapse before Mr. Brigman 
is aware of the fact and can consequently correct it. 
The success of many businesses depends on these ap-: 
parently superficial items! From the smallest to the 
largest financial item, by this system of mine, nothing 
can escape Mr. Brigman’s eye for more than a month 
at any time. Most car dealers, you may or may not 
know, have such statements brought up to date only 
once a fiscal year, and for all they know they may be 
for months at a time riding over treacherous financial 
shoals and rocks. 

“Mark this: Those agents may think it takes too 
much time and costs too much money to have their 
various statements brought up to date every 30 days 
and compared in percentages with the previous months, 
for loss or gain; but they, at the same time, are spend- 
ing more money and time by having their several or 
half-dozen bookkeepers maintain a set of complex 
books and several huge file cases—repeating over and 
over in every one the same names and accounts—work 
that these executives think augurs for ‘accuracy’ and 
‘efficiency,’ but which is really needless and humdrum. 
Naturally such men are entitled to their own theories, 
but I humbly consider such attitudes as ‘penny wise 
and pound foolish.’ 

“Of course I may be all wrong,” concluded Mr. 
Dukes, “but—” 

Just then Mr. Brigman looked up from his desk to 
ask: “Say, Mr. Dukes, what did we do last June and 
July on used cars? And how’s the repair department 
holding up this summer?” 

In a half-minute the bookkeeper had satisfactorily 
answered the questions. Then he repeated: “Of 
course I may be all wrong, but—” 

But this time I interrupted, grinning a bit. “! 
heard you the first time,” I said. 
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By ‘Tom Wilder 

LEASE advise if you have plans that | - = = 7 

you suggest for a sales and service | 
station, size of the lot 56 x 125. What PARTS ROOM OVERHAUL SHOP 
I have in mind for the first floor is | EQuiP 
sales, second floor, parts and service = = T 
and third floor, without a roof, for if 
storage of new and used cars. Our 
building faces 56 ft. on the street and USED CAR SHOP - 
runs back 125 ft. to an alley, forming a SHOWROOM doi 
rectangle. There is a building on either 
side, each being only one story in height. 
Any suggestions that you have will be | . a. | a a % 
greatly appreciated.—Harry G. Range, | — 7 slERVIC| 
Range Motor Co., 119 Market St., John- | | | , LOCKERS 4 


son City, Tenn. 


, "fs should not devote your whole 
first floor to sales. If you do, every 
car that comes in will have to go 

to the second floor or the roof, and this 

would make a great deal of unnecessary 
elevator expense. 

In our suggestion we are giving space 
at the rear for 12 cars which will in- 
clude demonstrators and such other 
cars as it is necessary to have handy, 
possibly a few customers’ cars that have 
phoned for and are ready for delivery 
by appointment. 

The used car display is on the second 
floor at the rear and there is still room 
for a very extensive shop. While the 
used car showroom is not very large it 
is intended for cars that have been re- 
conditioned and refinished and are in 
first class shape. The regular run of 
used car stock will be on the roof. 

We are not showing a roof plan but 
it will be practically the same as the 
second floor with a housing around the 
elevator shaft and stairway. If you in- 
tend later to add a roof over this roof- 
floor the columns might be left in stub 
form to be extended when the time is 
right, though this is not necessary and 
will hamper storage somewhat. 

An unusual arrangement of benches 
in the shop behind the columns in space 
that would otherwise be wasted allows 
the cars to set closer to the wall and 
at the same time gives a very wide 
center aisle. 
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The greatest objection to this roof storage scheme is that the shop floor can 

have no skylights but completely circled with side windows the floor should 

be pretty light. Place the windows high so that light will come over the cars 
to center of the room 


We have not specified much in the 
way of special services as you have not 
given us your ideas on this subject, but 
any of the car spaces may be given over 
to greasing with a proper rack or to 
brake service or any other that you 
might want. 

There is a terrible waste of space in 
the long passage from front back to 
the elevator, but that is one of the bad 
features of an inside lot. If you have a 
very fine wide alley this may be added 


to the showroom, in which case the ele- 
vator could be moved forward one bay. 
This would make a change necessary 
on the second floor, the stockroom could 
be in the space now occupied by the 
elevator and the elevator would be in 
the shop instead of in the sort of vesti- 
bule between shop and used car show- 
room. You will note that the columns 
are spaces 21 ft. on centers so that three 
cars may be parked between them; the 
bay containing elevator and stairway is 
narrower. 





Robert Bosch Company Announces 
New Spark Plug 


Robert Bosch Magneto Co., Inc., has announced a 
new original-Bosch-pyro-action spark plug, for which 
is claimed a high degree of proficiency. 

The announcement was made at a recent conference 
of Robert Bosch distributors at Hotel Astor, New 


York City. The 


convention was attended by Robert 


Bosch distributors from various parts of the United 


States and Canada. 
pany, welcomed the visitors to the convention with an 
opening address. 

Another feature of the convention was a trip to 
the Robert Bosch plant in Long Island City, which 
opened a few months ago. 


E. Waker, treasurer of the com- 
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Truck wheels on the model recently shown differ from 
those used on the passenger cars in that a quick- 
detachable locking ring is employed. Tires are 
straight side cords 30 by 5 in. on the front and 32 by 
6 in. on the rear. Rear tire sizes for the dual wheel 
2% ton jobs have not as yet been determined. 

An enclosed cab and express, stake and platform 
bodies are available. Cabs are all steel and are fin- 
ished in imitation leather and the doors, which are 
equipped with crank window regulators, are similar to 
those used on the passenger cars. The gear shift 
lever is in the center and the hand brake lever on 
the left. The light control switch is placed above 
the steering wheel and the spark and throttle levers are 
below it but quadrants are not provided. A carbu- 
retor control rod is beneath and forward of the cowl 
on the right and the gasoline shut-off valve may be 
reached from the driving compartment. 

The express body is all steel except the floor and 
sills which are of seasoned wood. This body is 7 ft. 
2 in. long and 4 ft. wide while the stake body meas- 
ures 8 ft. 1% in. inside length and 5 ft. 8 in. width, 
the racks extending 26 in. above the fioor. 

On a truck exhibited in Philadelphia, said to be the 
first shown, the radiator shell was Snished in black 
enamel as were the headlamps except to rims which 
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were nickel-plated. A bracket is attached to the left 
front door pillar for the convenient mounting of a rear 
view mirror. 

Distance from the back of the cab to the rear of 
the frame is approximately 81% in. and from back of 
cab to center of rear axle about 52 in. The height of 
the frame is approximately 31 in. at the rear and 271% 
in. at the rear of the cab. The frame tapers outward 
from the rear, being about 33% in. wide at the cab 
and 40% in. at the rear end. 

The dual transmission, which is offered as added 
equipment, is of the planetary type and is provided 
with a power-take-off gear for use with hoists. It 
provides in low a reduction of about 1/3 in the ratios 
of the three-speed unit. 

Standard equipment of the chassis include Hou- 
daille shock absorbers on the front, dash gasoline 
gage which is float operated from the tank mounted 
in the cowl, electric starter, generator and lights, 
ignition lock grounding the distributor, windshield 
wiper, rear-view mirror, dash lamp, combination stop 
and tail lamp, grease gun for high pressure lubrica- 
tion on the chassis, a spare wheel, and the usual tool 
equipment, including jack and pump. 

Turning radius of the truck is 21 ft. and the road 
clearance under the axle is 93/16 in. 





Selling Through the Collegiates 
(Continued from page 34) 

tion. For all of them we have furnished the stripped- 
down car and motor, and the engineer to explain all 
the details. No time is too long, no work too heavy, 
and no explanation too involved to be undertaken for 
these boys from the College of Engineering. All of 
it is done in our shops right here in Berkeley. Be- 
yond this, at the request of any professor or instructor 
in this college, we will take a class, a group, or even 
two or three students into our shop, and do anything 
with a Paige car or motor that they want done for dem- 
onstration purposes. You’d be surprised at the num- 
ber of graduates of the College of Engineering of 
the University of California who are driving Paige 
cars as a direct result of these courtesies which we 
extended to them when they were undergraduates. 

“Whenever we get contact with a serious-minded 
boy or girl at the university, either through sale of a 
new or used car, or in the class work just described, 
we offer him or her a small fee for active prospects, 
the only qualification being that the prospect must be 
financially capable of buying a car. If we sell a car 
to the prospect so supplied, we pay a commission im- 
mediately, to the student who put us in touch with 
the customer. There are students, both boys and 
girls, on the campus who are paying part of their way 
through the university by providing prospects for 
automobile dealers in Berkeley, and they are good 
salesmen, too. 

“Naturaliy, every year that the boy or girl remains 
in the university makes him a better prospect for an 
automobile, and, while my particular field is confined 
to the student who buys a car, and to the minority of 
families of students who reside in my town, the great- 
est value of the student is in what he takes home, the 
car he learns to prefer, and the reasons for that prefer- 
ence which he expresses to his father and mother, 
100 or 500 miles away. 


“There are thousands of similar schools scattered 
all over the United States, and I believe the automo- 
bile distributor is overlooking a valuable and easily- 
reached collection of prospective customers if he fails 
to take advantage of the population of every campus 
within his territory.” 





The Reason for Air Cleaners on Automobiles 


Car owners today are operating their machines with 
lower repair bills and increased efficiency of the engine, 
due to the great strides of engineering development. 
Not only does the automobile dollar purchase more to- 
day than it did 15 years ago, but the quality of the 
product has advanced accordingly. 

Among the many improvements on the present heavy 
duty vehicles is the air cleaner, which removes dirt and 
dust before it reaches the carburetor and does the job 
so thoroughly that damage from this cause becomes 
absolutely negligible. Actual tests have shown that on 
certain vital parts of the car, the wear is seventeen 
times less than what it was before the air cleaner 
equipped car made its appearance. 

Oftentimes the dust on a good road cannot be seen, 
but it is there just the same. Automobile wheels are 
constantly grinding off fine particles of road material 
which are dispersed through the air. Without an air 
cleaner this dust enters the engine, forms on the cylin- 
der walls and soon becomes thoroughly mixed with the 
lubricating oil. The result is the formation of a grind- 
ing compound which, besides attacking the pistons and 
cylinder walls, is driven into the bearings and other 


- working parts. 


Analysis of almost any carbon deposit taken from the 
average engine shows that it contains a considerable 
amount of hard extraneous matter that must have been 
drawn in through the carburetor. This is what does 
the damaging work throughout the engine, lowering its 
performance, shortening its life and causing unneces- 
sary repair costs. 
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Chauffeur Service Lights the Way to More 
Business for “The Lighthouse”’ 














SERVICE station with a repair shop in the 
A suburban districts must do something besides 

put air in the tires and water in the radiator 
when customers come along, if it expects to get and 
hold business for its repair shops, says Jack Bailey, 
proprietor of The Lighthouse, one of the most attrac- 
tive and complete service stations in the San Antonio 
section of Texas. 

And The Lighthouse is doing several things which 
pulls and holds the repair business as well as the gas, 
oil and grease trade. 

Catchy advertising matter in papers, on cars and 
blotters and billboards advises the world ““We Safeguard 
Your Car” and “You Can Avoid Rocks or Carelessness 
by Trust in The Lighthouse.” 
feature for getting repair work or grease jobs is the 
chauffeur service maintained by the concern. This es- 
pecially appeals to the women and most cars are driven 
by women, Mr. Bailey says. 

“When a lady customer drives into our station we 
make haste to inform her that we have competent driv- 
ers at her service who will drive her to the theater, 
to the bridge party or on a shopping tour any time of 
the day. This trouble will save her parking her car,” 
Mr. Bailey said. “It insures getting her where she 
wants to go without worry. Then too, if she desires, 
our chauffeurs will pick her up anywhere in the city 
she may designate, at any appointed time. The women 
like this little service and the overhead cost, when com- 


But the outstanding 


pared to the amount of business it brings to The 
Lighthouse, is nil.” 

The chauffeurs furnished by The Lighthouse are 
capable and honest young men. They are careful driv- 
ers. “And,” Mr. Bailey says, “they are in position to 
know if anything is wrong with the car they are driv- 
ing. If they hear a spring squeak, a body squeak, a 
door rattle or something wrong with the universal 
joints while they are driving the customer, the owner’s 
attention is called to the matter, and permission is 
asked to be allowed to take the car back to the station 
to correct the evil while the owner is attending to her 
shopping, playing bridge or seeing the show. Nine 
times out of ten such courtesy and such proposal gets 
the job into the shop. The customer is pleased at our 
thoughtfulness, the defect in the mechanism is remedied, 
the car performs better. We've made a friend and have 
paved the way for more business.” 

The chauffeur service also includes calling for the 
cars of owners, servicing them and returning them spick 

Mr. Bailey declares that a service station in a suburb, 
if it offers a complete service, can get all the business 
it wants if it goes after it in the right way. The car 
owner wants the service station man, regardless of 
what his location, to take an interest in him and his 
car, Mr. Bailey said, and since cars are now driven by 
the women every day in the week, any little courtesy 
shown them will result in bringing the business to the 
shop rendering it. 





U.S. Leads World in Service Station Facilities 


HE United States leads the world in automobile 

service station facilities and this leadership is due 
largely to the popularity of driving one’s own car in the 
United States, according to the Automotive Division, 
Department of Commerce. 

In other world motoring countries the chauffeur- 
driven automobile had been almost universal until very 
recently and the service station was therefore less in 
demand. In these countries the automobile had also 
been used primarily for pleasure and the owners were 
tolerant of delays in obtaining parts and repair service. 

Today all this is changing. The efficient and factory 
organized and supervised service on parts and repairs 
of the large American motor car manufacturers has 
been extended to practically every important country 
in the world and has been a large factor in strengthen- 
ing the position of the American car in competitive 
markets. Complete and capable local service is an abso- 
lute necessity to the continuance of the owner-driver 
System, and the increasing popularity of this system 
abroad is bringing about a rapid improvement in service 
facilities. 

Although labor-saving devices are comparatively little 
used abroad, maintenance cost has been moderate by 
reason of low labor costs. The increasing use of such 
equipment in these countries, however, is expected to 
reduce still further the cost of motoring and thus en- 


large their motor markets. In the less developed coun- 
tries of the Antipodes, southern Africa, and South 
America the scarcity of skilled mechanics has given a 
great impetus to the development of service stations 
equipped with labor-saving machinery, while in the 
Orient the abundance of semi-skilled labor, at very low 
wages, has retarded this movement. 

In addition to the enlarged vehicle markets that fol- 
low upon improved service facilities, in which our mak- 
ers share extensively this movement has resulted in 
large increases in sales of American automotive service 
appliances abroad—even in those countries with well- 
developed small tool industries of their own. This is 
a consequence of the activities of American makers in 
developing tools and other service appliances that are 
peculiarly suited to automobile servicing and saving of 
time and labor. 

The exports of those items of service apparatus pe- 
culiar to, and intended for use in servicing automobiles 
has shown a remarkable increase since they were first 
separately classified in the calendar year 1923. In that 
year the wholesale export value of these articles was 
$1,076,359. In 1924 it increased to $2,841,453; in 1925, 
to $5,432,711; in 1926, to $6,861,746; for the first nine 
months of 1927 it totaled $6,102,779. This very satis- 
factory increase shows unmistakably the trend toward 
increased automobile service facilities abroad. 
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Questions Answered By (. Edward Packer 








Lime Removal from an 


Engine 
I have been a reader of Moror AcE for 15 
years and am especially interested in the 


Readers’ Clearing House. I am taking this 
opportunity to ask you a favor. I have an 
engine which has a lime deposit in the cool- 
ing system and I would like to remove it 
injuring the engine. I have tried 
the soda and have not noticed 
much improvement. I am thinking of using 
an acid solution. Will you kindly advise me 
the proportion of acid to use in the wa- 
ter? The car I have in mind is a Chand- 
ler, Model 21.—John Rees, Norwood, Ohio. 


without 
solution 


HERE is no danger of your injur- 

ing the engine with the acid solu- 
tion that is recommended for removing 
lime deposits. The only possibility is 
that the radiator may be old and that 
the removal of lime from the radiator 
may open some holes and start a leak. 
A quart of muriatic acid in the average 
cooling system is sufficient. By this we 
mean one quart to about three gallons. 
If your cooling system is larger than 
this, the addition of another half-pint 
would be perfectly safe. The engine 
should then be run until it is brought 
to the boiling point and should continue 
to operate at this temperature for 20 
minutes to half an hour. Then the 
bettom hose connection should be taken 
off and the entire cooling system should 
be thoroughly fiushed out with fresh 
water from a hose. 

Then the hose connection should be 
put in place and the cooling system 
filled cap with water in which about 2 
lb. of sal soda has been dissolved. It 
should be run with this solution for 15 
or 20 minutes to be sure that the soda 
has had an opportunity to neutralize 
any acid that might remain. This so- 
lution should then be drained out and 
the system once more flushed with clear 
water and the jov is then done. 


More Power to You With 
Right Timing 

I have a Wills Ste. Claire Eight and recent- 
ly had it reconditioned, but find that it lacks 
the power that these cars usually have. Some 
mechanics tell me I need new camshafts, while 
others say these parts never wear out. I also 
have trouble keeping my tappets in place. 
Kindly give me your advice regarding these 
conditions.—A. Tulumello, 699 Seventh Street, 
Buffalo, N. Y. 


5 om of power in these engines, pro- 
vided you have good uniform com- 
pression, is invariably due to inaccurate 
timing. In timing these engines you 
must treat the right and left banks 
of cylinders as though they were two 
separate engines, and must get them 


to work together perfectly. The wear 
on the toe of the camshaft may be as 
much at 1/64 in., without doing any 
great amount of harm in upsetting the 
running of these machines. 

We greatly doubt if new shafts are 
needed in your car. Each camshaft 
must be timed separately so that the 
exhaust valve closes according to fly- 
wheel markings, namely 5 deg. past top 
dead center. The intake should then 
open 10 deg. after top dead center, but 
with a worn camshaft there will be 
some variation from this. However, 
that cannot be helped and will not 
seriously affect the operation of the 


Parts Needed in Changing 
Buick Blocks 


I would like to have some information in 
regard to some changes on 1924 Buick engine. 
What changes would I have to make to put 
a 1926 block on this engine? I know the 
rest of the car is built strong enough to 
take care of the extra horsepower so would 
like to make the change. What number noz- 
zle would be used in the carburetor? It is 
the standard Marvel that came on the engine 
except the nozzle was changed when the air 
cleaner was installed on it. What I wish to 
know is if it will take any changes except 
the block, pistons, pins, rings and nozzle in 
the carburetor ?—Frank Hilpert, Stanford, III. 


7 are right in concluding that the 
only parts needed will be a new 
block, pistons, pins and rings. In addi- 


hg tion, of course, there will be a quantity 

of gaskets. The old manifolds 
“acy will fit the 1926 block satis- 

Se factorily and we don’t believe 














RN 
je 
aS 


car. Through a small round inspection 
hole in the top of the right rear engine 
arm, you can see the markings on the 
flywheel, E.C. 1, or exhaust closing 
No. 1 is 5 deg. past top dead center 
and 1.0. 1, or intake opens No. 1 is 
10 deg. past top dead center. You will 
appreciate that mid-way between these 
two marks is 7% deg, past top dead 
center. 

It is at this point that the ignition 
unit should be set to have its points 
just opening when fully retarded. To 
check this setting it is very important 
to put a 6-volt bulb in series with the 
primary of the ignition unit and the 
light should just flicker when the ad- 
justment is correctly set at 7% deg. 
past top dead center. Then both sets 
of ignition points should be syn- 
chronized. 

If you are having difficulty keeping 
your tappets in place, it will probably 
be necessary to renew your tappet 
screws and lock nuts and _ probably 
necessary to overhaul the cam follow- 
ers. Excessive side play in the cam 
followers would of course, be destruc- 
tive to the tappet screws. 

















that you will need to make any 
change in the carburetor. We 
talked this matter over with 
one of the local Buick service 
managers and he had found 
that there is no need of chang- 
ing the carburetor when mak- 
ing this engine change-over. 





Working from 
Ground Up 


A man drove a 1927 Chevrolet into our 
garage and told the night man that his car 
jerked very badly at low speed. He told him 
that he was sure there was something wrong 
in the rear axle, so the night man tore it 
down. Finding nothing loose or badly worn 
there, he removed the transmission to check 
up to see if the flywheel was tight. When I 
arrived in the morning, my night man told me 
what he had done and how the car acted, so 
I assembled the parts that he had torn down 
and checking up on the engine I found that it 
was missing badly so continued to check and 
found two cylinders that did not have any 
pep, but which had plenty of compression. So 
I took off the head, ground the valves and 
that helped some. I could get it to run at § 
miles an hour without jerking and above 12 
miles an hour it would run fine. I though the 
trouble might be in the ignition and _ still 
think so as it seems to cut out at low speed. 
Do you suppose it could possibly be in the 
carburetor P—E. J. Peck, Ames Motors Serv- 
ice, Ames, Iowa. 


HEN an engine does not run 

smoothly, any looseness in the 
transmission, universal or pinion and 
ring gear is likely to appear as rear 
axle trouble. The action of this car 
sounds to us very much as though there 
was an air leak in the intake manifold 
and we would suggest that you fil an 
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oil can with gasoline and with the en- 
gine running at moderate speed, squirt 
gasoline over the manifold and different 
joints to see if it makes any difference 
in the operation of the engine. Any 
change in engine performance will in- 
dicate that the fuel is working into the 
manifold and consequently, steps should 
be taken to eliminate the leak. 

The plugs should be carefully cleaned 
and set to a gap of exactly .030 in. If 
the plugs are badly burned, the best 
thing to do is to replace them with 
new plugs. The breaker points in the 
ignition unit should be clean and square 
with each other, and should separate 
when the fiber bumper is at the high 
point of the cam, by a distance of .030 
in. We do not suspect that the trouble 
is in the carburetor, but if another car- 
buretor is handy, it might be worth 
your while to try it on this car. 





Some of the Causes of 
Squealing Brakes 


We have had several discussions regarding 
the squeal of brakes and so far no one has 
offered a remedy or has found the cause in 
a manner that would satisfy everyone. Some 
people contend that squeaky brakes can be 
eliminated by the use of aluminum rivets, 
while others say that the rivets have noth- 
ing to do with the squealing whatsoever, and 
that the cause is chiefly due to the fact that 
the band fits the drum improperly. We feel 
that you have probably had discussions on 
this subject and, therefore, would appreciate 
your opinion, which we hope you will publish 
in an early issue.—Donald E. Ratzer, Clarinda, 
lowa. 


E have had many discussions on 

brake squealing, just as you 
suspected. However, we doubt if our 
finding will satisfy everyone. We have 
found that there are 12 causes of 
squealing brakes, as follows: 


1. End of band touching drum. 
The obvious cure for this is 
to reshape the band so that 
the ends are inclined away 
from the drum. 


2. High areas of unequal pres- 
sure. To overcome this it 
will be necessary to readjust 
the bands, so as to get uni- 
form contact. 


3. Pebbles or sand between brake 
lining and drum. The bands 
should be removed and the 
lining thoroughly cleaned. 


4, Twisted bands. Obviously the 
only remedy here is to remove 
and straighten the bands. 


5. Unequal adjustment. The 
brakes should be adjusted so 
that the wheels are perfectly 
equalized. 


6. Worn anchor pins. It would 
be better to renew these pins 
but if new ones are _ not 
available, it will be satis- 
factory to build them up. 
This is sometimes done with 
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a welding torch, after which 
the material is ground off 
true. 

Bands frozen on anchor pins. 
This obviously interferes with 
the free action of the brakes 
and the procedure is to satu- 
rate these points with pene- 
trating oil, or remove and 
clean them thoroughly, after 
which they should be liberally 
lubricated. 

Twisted anchor pins. A twist- 
ed anchor pin will give un- 
equal brake contact and these 
parts should be straightened. 
Exposed rivets. Brakes that 
squeal because of the rivets 
striking should be reriveted 
or relined. When doing this 
work the rivets should be 
carefully countersunk so as 
to keep them well below the 
surface of the lining. Of 
course, as the lining wears the 
rivets will come in contact 
with the drum, and it has been 
our experience that the softer 
the rivets, the better it was 
for the drum and the less 
likelihood there was of squeal- 
ing. This would seem to be 
a word in favor of aluminum 
rivets, but we know that that 
one point alone would not al- 
ways be a cure for squealing 
brakes. 














SHOP KINKS 
Meas that have proved useful 


HAVE found it a good plan 
sometimes to file a mark on 


the end of an axle or bolt in 
order to indicate the location 
of the cotter pin hole. This 
takes very little time and is a 
big help in getting the cotter 
pin in place.—F. A. Bower, 205 
S. Sixth Ave., Yakima, Wash. 





Readers of Moror AGE are invited 


to submit ideas that they have found 
useful in doing some particular service 
job in the shop in a better or quicker 
way. For each one published $2.00 
will be paid. Whenever possible the 
idea should be accompanied by a sketch 
or diagram from which a drawing can 
be made. 
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10. Glazed or hard lining. The 
only permanent cure here is 
to reline. 


11. Eccentric or distorted drum. 
The drum should be trued up 
on a brake drum lathe, or 
with any fixture that can do 
this work properly. 

12. Loose wheels or wheel bear- 
ings. If the wheels are not 
running true, every road 
irregularity gives a varying 
brake contact, which may re- 
sult in squealing. Obviously 
the cure is to adjust or re- 
place bearings which are in 
bad condition. 





Cure for Hupmobile From 
Oil Leak 


I have a problem that I am asking you to 
help me solve, and will appreciate any in- 
formation that you may be able to give. I 
have a Model R149132 Hupmobile roadster in 
my shop with an oil leak around the rear 
main bearing. I have done everything that 
I can think of to stop the oil leak, but have 
not succeeded. I have grooved the bearing, 
enlarged the oil leads back into the crank- 
case, also cut the front corners off the lower 
half the bearing to allow the oil to pass 
back into the crankcase. I tightened the bear- 
ing so tight that I had to pull the car to 
start it. I find the oil line clear all the way 
through. The bearings are in good condition. 
At 25 miles an hour the oil pressure shows 15. 


—S. Saters, Saters Motor Co., Kingsville, 
Texas. 


arte any Hupmobile agency you can 

get a rear main bearing that is. 
tapped to take a special oil return drain 
pipe. This oil return drain pipe ex- 
tends down below the level of the oil 
in the crankcase, and will prevent leak- 
age at the rear main bearing by effec- 
tually draining off surplus oil. 





Reseating Valves May Be 
the Cause 


We have an Advance Six Model 163 Nash 
and the cylinder head gasket keeps burning out 
between cylinders 4 and 5. It does not blow 
out but burns out. The cylinder block is 
true and so is the cylinder head. We had 
both of these very carefully inspected. Only 
straight Texas gas has been used and the 
engine runs very nicely. Kindly let us know 
what might be causing this.—Shenandoah 
Motcr Co., Winchester, Virginia. 


Amer eeine that the cylinder head 
bolts are kept tight, the only other 
possibility on this job is that the valves 
in the head have been reseated to the 
extent that too much material has been 
taken away between cylinders 4 and 5. 
The valves run very close together here 
and excessive use of a reseating reamer 
would be likely to cause just this trou- 
ble. When putting the head on with a 
new gasket, the engine should be run 
until it is thoroughly warmed up and 
then all bolts should be retightened, 
using a socket wrench that has at least 
a 12 in. T handle. 








Don’t Use Kerosene! 


Please let me know if it will be safe to 
use kerosene oil by mixing a small part of 
motor oil in the radiator with it. I want to 
use this instead of alcohol and water. Is 
there any danger of the kerosene exploding in 
the radiator? If so, is there more danger 
than with alcohol ?—R. C. Henley, Forest P. 
O., R.F.D. 1, Va. 


T is not safe to use kerosene in the 

cooling system of an automobile. 
There are several reasons for this. 
In the first place the fumes from kero- 
sene are unpleasant and, furthermore, 
they are highly explosive. This is par- 
ticularly true when using kerosene in 
any car that has no pump for circu- 
lating it. The reason is that kerosene 
does not expand and circulate the way 
water or alcohol will and really needs 
the pump in order to function at all. 
Kerosene has been known to give fairly 
satisfactory results in extremely cold 
countries where the temperature would 
be down around 20 to 30 below zero. 
But, for ordinary purposes, we certainly 
would not recommend it. The fumes 
from an overheated engine that is being 
cooled with a mixture of alcohol and 
water also are dangerous but the differ- 
ence is that there is less danger of over- 
heating with this mixture due to the 
fact that this mixture circulates more 
readily than does kerosene. Another 
disadvantage of kerosene is that it at- 
tacks rubber and, consequently, is likely 
to cause trouble with your hose con- 
nection. 

After many experiments we have con- 
cluded that the use of alcohol and water 
or one of the recently developed anti- 
freeze solutions is much to be preferred 
over kerosene. 


Testing tar Condenser or 


Coil Trouble 


We have an Oldsmobile Six 1926 model and 
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either the coil or condenser is burned out, 
and we do not know which it is. Please tell 
us how to test these two units so that we can 
tell for sure what is the trouble. We have 
alternating current on our test bench.—kKil- 
gore Garage, P. O. Box 177, Kilgore, Neb. 


N this car the condenser is mounted 
with the ignition unit and not in 
the coil. We are showing an illustra- 
tion of the coil and interrupter mech- 
anism with the condenser. 

To test the condenser, take a pair of 
test points in series with a 110 volt 
electric light on your 110 volt line, and 
with the breaker point of the ignition 
unit open place one test point on the 
frame of the ignition unit and the 
other one on the terminal as shown in 
the illustration. Before doing this, the 
two test points should be brought to- 
gether to see if the lights light. If the 
test light does not light when the points 
are brought together the testing cir- 
cuit should be fixed. 


If on putting the condenser of the 
ignition unit in series with the 110- 
volt line, the lamp lights up it indicates 
that the condenser is shorted or else 
that the terminal of the ignition unit is 
grounded. In the event that the 110- 
volt lamp lights up, disconnect the con- 
denser lead from the terminal and re- 
peat the test except that this time bring 
the 110-volt test point in contact with 
the condenser lead instead of the igni- 
tion unit terminal. Then if the test 
lamp lights up you may be sure that 
the condenser is shorted. If the test 
light does not light up, there is a pos- 
sibility that the condenser is open in- 
ternally. 


If the condenser is in good condition 
you should be able to get a spark be- 
tween a wire connected to the ignition 
unit terminal and the ground of the 
ignition unit. This spark will be pro- 
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duced probably three out of ten times 
when the test rods are first brought 
into contact with the ignition unit as 
shown in the illustration and then 
quickly removed, after which the wire 
is flashed to the frame of the ignition 
unit. 

Another way to do this, of course, is 
to touch the test prods, as shown in 
the illustration, and then remove the 
right hand prod while the left hand 
one is quickly moved along so as 
to short between the terminal and the 
frame. As we said before, this should 
produce a spark probably three or 
more times out of ten trials. The spark 
will jump but once, but should be quite 
snappy. Probably a simpler way to 
test a condenser is to install one that 
is known to be good, and if the igni- 
tion should then function satisfactorily 
you may be sure that the condenser 
that was removed was not in good 
order. 

Probably the easiest way to test an 
ignition coil is to put it in series with 
a six-volt battery. That is, connect 
your battery to terminals A and C and 
with an ammeter in series with this 
circuit note the reading. This should 
not exceed four amperes. If it exceeds 
this amount by two or three amperes 
you may be sure that a number of 
turns of the primary are shorted out, 
and as a consequence the coil will not 
perform as it should. The best way to 
test a coil on your test bench, is to con- 
nect it to an ignition unit that is known 
to be good and then permit the coil to 
run for thirty minutes to one hour so 
as to get it thoroughly heated up. 
While running it should be made to 
throw a spark across a 3/16 in. gap. 
If it cannot do this when tested in con- 
nection with a good ignition unit you 
may be sure that the coil is in bad 
shape and should be replaced. 


What Was the Fastest 
Chalmers Car? 


What was the fastest Chalmers ever built? 
How many r.p.m.’s did it have, and what hp. 
could it develop? Can these engines be 
speeded up any more than that to use for high 
speed truck work? How is a 1916 for speed? 
Can a Chalmers rear end be geared up for 
speed, and where are parts obtainable ?— 
Home Garage, Medford, Minn. 





O far as we know the fastest stock 

Chalmers was the Model 40, built 
in 1917. The engine in this car would 
turn up to 3400 r.p.m. and develop ap- 
proximately 60 b.hp. It is quite pos- 
sible that by removing a small amount 
of material from the head, thus raising 
the compression, installing lighter re- 
ciprocating parts, and by putting in a 
special high lift camshaft, that you 
could get even more speed from these 
jobs. The 1916 Chalmers was not so 
fast as the one just referred to. We 
will give you the name and address by 
separate letter, of concerns that can 
supply you with special parts and any 
gearing which you may need for your 
rear axle. 
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Fitting Delco Field Coils 


I have been trying to get some dope on a 
Delco generator on a 1925 Oldsmobile Model 
30. The number on the frame of the genera- 
tor is 29501109. The field coils of this 
machine were burned out and we ordered a 
set of new ones from a branch of the United 
Motors Service. They shipped us a set, but 
the set they sent had all the leads on the 
commutator end of the coil. The set we took 
out of the generator had the field leads on the 
end of the coil away from the commutator and 
the brush leads, of course, next to the com- 
mutator. We, therefore, returned them explain- 
ing the difference and they returned them to 
us stating that the coils like the original ones 
were discontinued and that the coils they 
sent us could be fitted in. We then fitted 
them in after considerable difficulty but have 
been unable to make the machine generate 
more than 6 amps. since. The armature tests 
O. K. and* the brush holders are all right. 
We installed a new set of brushes, sanding 
them in so they fit perfectly. We have the 
control brush advanced as far as it will go, 
but 6 amps. is all we can get out of the 
generator. We have tried these coils in every 
possible position. Please send us a wiring 
diagram on this generator and any other in- 
formation that you may have to offer.—L. J. 
Larson, Yankton, S. Dak., L. J. Larson 
Electric Service. | 


HE only difference in these field 
coils at the present time as compar- 
ed to the way they were once supplied, 





is that they are no longer connected 
together, when you receive them. The 
complete field assembly formerly was 
supplied under the number of 16371. 
This was the complete assembly of four 
coils. Now the complete set is desig- 
nated by the numbers 16381-82-83-84. 
The coils as shipped now are all 
separate and we are showing an illus- 
tration which will help you to connect 
them. However, the coils should be 
placed in the generator before being 
connected to each other. You can recog- 
nize coil No. 3, as it has a heavy lead 
at one end of it. Coils 3 and 4 are of 
the same size and are both larger than 
coils 1 and 2. Coils 1 and 2 are about 
1/8 in. smaller in diameter than coils 
3 and 4. You will notice that all of 
these coils are slightly curved to con- 
form to the yoke of the generator. 
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Place No. 3 coil in the generator first, 
so that the lead “H” lines up properly 
with the brush holder. Then place 
coils 4 and 2 in position in the same 
order as they appear in the diagram 
and then put in coil No. 1. 


After the pole pieces are tightened, 
the lead “A” should be soldered to 
the clip “B” which is on the side of 
coil No. 2. The lead “C” should like- 
wise be soldered to the clip “D” which 
is on the side of coil No. 3. And ina 
similar manner the lead “E” should be 
soldered to clip “F.” The leads “G” 
“H” “TIT” and “J” should then be con- 
nected up as shown in the generator 
diagram. The generator should then 
be capable of giving you 8 amps. at 
1000 r.p.m. and 12 amps. at 1600 r.p.m., 
when cold. 


When heated the average output will 
be in the neighborhood of 10 amps. 
If you cannot get this output, it is 
quite likely that the polarity of one of 
the coils is reversed. With all the coils 
laid out as shown in the diagram, you 
can test them with a 6-volt battery and 
a compass. Connect the _ positive 
terminal of the battery to “G” and the 
negative to “A” in coil 1, and by means 
of the compass note the polarity. It 
would be well to have the coils all stand- 
ing on end so that you can hold the 
compass in a horizontal plane and at 
about the center of the coil. It is im- 
material which direction the compass 
points, but when making the test on 
coil No. 2, with the positive lead of 
the battery connected to “B” and the 
negative at “C,” the direction the com- 
pass points should be exactly opposite 
to the direction of No. 1. Again in 
checking up No. 3, you should find 
that with the positive terminal of the 
battery connected to “H” and the 
negative to “D” that the needle of the 
compass points exactly the same as it 
did in No. 1. Then in connecting the 
positive terminal from the battery to 
terminal “I” of coil No. 4, and the 
negative of the battery to terminal 
“F,” the compass should point the same 
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as it does in No. 2. In other words 
the polarity should reverse from coil 
to coil. Unless this test can be made 
very quickly, we would suggest that 
you use only two volts from the bat- 
tery, as the full six-volt battery will 
send too much current through these 
coils. 





Startomatic 


Some time ago you described Startomatic 
in Motor AGE and there is one point that I 
am not quite clear on. That is, does the 
Startomatic switch do away entirely with the 
starting pedal ?—B.C.D., New Orleans, Miss. 


TARTOMATIC does not do away 

with the regular starting switch. 
Startomatic is connected between the - 
starting motor and the battery side of 
the starter switch so that the current 
is available at the Startomatic and the 
circuit is completed only when the en- 
gine is stalled with the ignition switch 
on. With the igntion switch off, Start- 
omatic does not function. 





Chassis Lubrication on Essex 


I have an Essex car on which the chassis 
is lubricated with oil cups that have wick 
feed. This car has seen a lot of service and 
it seems that these cups do not function 
properly. I would like to know if they can 
be removed and the car lubricated by a 
pressure gun.—M. R. Rodriguez, P. O. Box 
350, Ponce, Porto Rico. 


yee can improve the action of these 
cups considerably if you will take 
them off and soak them in kerosene. 
Failure to function indicates that too 
heavy an oil or an improper quality of 
oil was used in these cups which re- 
sulted in clogging up the wick. Soak- 
ing in kerosene will do much to put 
these in good condition again or, if they 
are too far gone, you can get new oil 
cups from any Hudson-Essex distrib- 
utor. As these cups are screwed into 
a \%& in. standard pipe thread, practi- 
cally any of the high pressure lubri- 
cating fittings on the market can be 
used in their place. 
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The Latest in Equipment jor 








Pressure Grease Gun 

LIGHT, compact, high pressure 

grease gun, especially suited to 
the use of garages and filling stations 





which require a high pressure lubri- 
eator of large capacity. It is simple and 
rugged. This model weighs only 30 Ib., 
and has but two-thirds the number of 
working parts found in most grease 
guns of its type. It can easily be car- 
ried to the point of application. De- 
spite its light weight this lubricator 
has great strength. It is equipped 
with an all-metal, high-pressure hose. 
Everready Super-Pressure Tube Hose 
furnished if specified. A valve in the 
booster eliminates air pockets. The 
reservoir has a capacity of about 10 lb. 
of grease. High pressure assures 
thorough lubrication at every point. 
An Everready adapter for use with 
“Cross Pin” system is furnished with- 
out extra charge. “Zerk” and “Dot” 
adapters may be had at a slight extra 
cost. Price, $60 subject to discount. 
Made by Rogers Products Co., Inc., 198 
Pacific Avenue, Jersey City, N. J. 





Battery Tester 

‘RE Weidenhoff battery tester with 

the aid of meters proves to the 
car owner just what condition his 
battery is in. 
eS There is the 
S opportunity of 
comparing his 
battery with a 

———— new one_ so 
iia | that he actual- 

Th ' ly sees the re- 
sults. 

The equip- 
ment consists 
of a rheostat 
with a capacity 
of 0 to 600 am- 
peres, also an 
ammeter of 
Similar ¢ca- 
pacity that is 
also calibrated 
for reading 0 to 30 amperes. Three 
voltmeters are supplied so the con- 








BREW DEFECTIVE 
BATTERY BATTERY 











dition of all cells can be compared 
readily. Suitable switches are arrang- 
ed to switch the readings from the cus- 


tomer’s battery to the new battery. In 


this way the customer gets a clear pic- 
ture of conditions and with the service 
man’s 
decide whether to have the old battery 
repaired or to buy a new one. 


suggestions can intelligently 


The complete equipment, mounted on 


a bench with ebony asbestos panel, 
sells for $149. 
denhoff, 4344-58 Roosevelt Road, Chi- 
cago, Ill. 


Made by Joseph Wei- 





Punch and Riveter 


A N inexpensive tool especially de- 
sirable for work on brake and clutch 
bands. It punches and rivets brake and 
clutch bands, removes old _ rivets, 
punches shims, makes fibre and rubber 

















washers and can also be used for 
punching holes in sheet steel, copper, 
etc. The change necessary for doing 
punch work can be made in a few 
minutes. Price complete, with punches 
and riveting dies, $12. Made by the 
Automotive Tool Mfg. Co., 380 4th St., 
Milwaukee, Wis. 


Lathe 


52 SCOGNEEING the increasing need 
of facilities for facing brake 
drums the South Bend Lathe Works, 




















South Bend, Ind., is now furnishing 


several models of its shop lathes with 
the bed cut as shown. As a result it 
is possible not only to handle the reg- 
ular run of service station work, but 
to recondition brake drums as well. 


Fire Extinguisher 


bi is a product of the Pyrene Mfg. 
Co., Newark, N. J., making use c* 


the foam system and is known as the 


Phomene Accumulator. It operates in 


this manner: a water line connection 


is made at the bottom of the accumula- 


tor and a foam distributing line is run 
to the fire hazards. In the Accumulator 


is placed a charge of dry powder. It 
is then ready to deliver foam whenever 
the valve in the water line is opened 
either automatically or manually. It is 





operated by a thermostatic device lo- 
cated at the hazard. The Phomene Ac- 
cumulator is entirely automatic. 

A special foam powder has been de- 
veloped for this Accumulator which con- 
tains 275 lb.. of powder and delivers 
2400 gal. of foam at average water 
pressure and temperature. The foam 
produced by the Phomene Accumulator 
floats on liquid surfaces and adheres to 
solid surfaces, horizontal or vertical. 
The manufacturer states that the foam 
is neutral and harmless to the person, 
oils, varnishes or other merchandise of 
any kind. The automatic control sys- 
tem has been developed in collaboration 
with one of the largest automatic 
sprinkler manufacturers. The manu- 
facturers state that no special heated 
housing is necessary for this extin- 
guisher as the powder does not deterio- 
rate in any way. 
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Valve Seat Reamers 


UNIQUE blade arrangement is seen 
in the Evans flexible valve seat 
reamers. The cutting edges are so ar- 
ranged as to present any possibility 
of chattering. These reamers have four 
nickeled teeth to break the scale, the 
other teeth being smooth to do the fin- 
ishing. The cutting teeth are arranged 
in two spirals, one set cutting in one 
direction and the other set cutting in 
the other direction. In this way one 
set is constantly cutting across the 

















path of the o’her set, no matter how 
narrow the valve seat may be. 

The pilots for this reamer are un- 
usual in that they have a nut above the 
taper for the user to force the reamer 
off. The stem is fluted to clean car- 
bon from the guide. 

This valve seat reaming equipment 
is made by the Evans Flexible Reamer 
Corp., 3513 Lincoln Ave., Chicago, IIl., 
and may be purchased in complete sets 
or singly. The sets of 10 reamers and 
® pilots with one ratchet handle in a 
steel case sell for $33.50. Single ream- 
ers sell for $2.50, pilots $1.75 and the 
~ tehet handle $1.00. 





Reamer 


A DIFFERENT type of reamer is be- 

ing made by the Reiff & Nestor 
Company, Lykens, Pa. This reamer 
has a pilot with a tapered outer sur- 
face so as to serve over the entire 














range of the reamer. 
onto the reamer after the reamer has 
just been started in the hole. The 


This pilot is slid 


blade construction is unusual. They 
are not only close together and spiraled 
to bridge oil grooves and keyways but 
the entering edge is ground much as 
a tap is ground. 

It is claimed for this construction 
that all chatter is eliminated and that 
the blades remain sharp for a long 
time, because of the fact that the teeth 


break up any hard outer surface on the 
bushings. 


Paint Spray Extension 


HIS extension, for Miuil- 

burn sprays is for paint- 
ing ceilings, high walls, ship 
sides, tanks, freight cars, 
gondolas or other high sur- 
faces without the use of 
ladders or scaffolding. Al- 
lows a convenient method of 
painting and a great saving 





in time. Grips the standard 
Milburn gun, which, while in 
4 use, can be swiveled to any 
é desired angle, a _ constant 


necessity for proper painting 
operations. The extension is 
8 ft. in length and this, 
coupled with the operator’s 
reach, projects the painting 
operation to an approximate 
height of 14 ft. Any length 
of extension can be furnished 
upon specification. For paint- 
ing within arm’s length the 
gun is immediately detach- 
able and can be used as a 
hand spray. 


A slight pull on the operat- 
ing handle of the extension 
operates both the air and 
paint valves on the spray 
gun_ simultaneously. The 
paint, under pressure, flows 
to the atomizing chamber, is 
expanded and driven with 
ample force into the pores 

7 of the surface to be covered. 
Daubing and brush marks 
are eliminated. The atomiza- 

tion is so even that “orange- 
peel” is said to be reduced, 
minimizing sanding and rub- 
bing. 














The extension unit consists 
of the Extension and Stand- 
ard Milburn Type E gun; 
pressure-feed tank 
with regulators, etc., 
mounted on_ tank 
head; 25 ft. air hose; 
25 ft. paint hose and 
25 ft. air hose with 
connections to con- 
nect from compres- 
sor to pressure con- 
tainer. The exten- 
sion and gun only 
may be purchased, 
if desired, for use 
with any pressure- 
feed unit. 

Extension is rug- 
gedly constructed of strong tubing and 
has the gun and angle controls close 
to the bottom for easy manipulation of 
the spray. Is light in weight, well- 
balanced and easily handled. 

Made by Alexander Milburn Co., 
Baltimore, Md. 








¢ ; y . 
Eee : 
ey 2 
v4 


Cylinder Hone 


— Rottler cylinder hone has un- 
usual construction as a roller is 


sed in place of one stone. There are 

















three wings, two carrying stones and 
the other the roller. The advantage 
claimed for this is elimination of chat- 
tering and stone breakage. Further- 
more it is said that a % inch to *% inch 
electric drill will operate the hone sat- 
isfactorily. The tool is instantly ad- 
justable to any size from 2% in. to 4% 
in. It is made by the Rottler Boring 
Bar Co., Inc., Seattle, Washington, and 
sells for $35. 





Valve Seat Renewing Tool 


CCURATE and rapid valve seat re- 
newing is claimed to be possible 
with the National valve seat renewing 
tool. This tool clamps rigidly to the 
block with two bolts. Not only is the 
hole true, but the depth is always 
exactly right as the valve seat insert 
is used as a gage on the cutter for con- 
trolling the depth to which the cutter 
will go. 
This equipment, a product of the 

















National Machine & Tool Co., Jackson, 
Mich., is packed in a steel case. 
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The Newest in Automotive 








One Half Inch Special Drill 


HE Black and Decker Mfg. Co., 

Towson, Md., announces a new ball- 
bearing electric drill which the com- 
pany states to be the finest % in. tool 
of this type that it has ever produced. 
Drill is light in weight, easy to handle 
and will not stall, even with the use of 
a bench drill stand, when drilling up to 
its maximum capacity in steel. Is use- 

















ful for millwrights, electricians, gar- 
agemen, maintenance men, small shops, 
etc., for doing all kinds of general drill- 
ing. 

Complete with cable, attachment plug 
and three-jaw geared chuck. Chuck 
key holder provided in handle. Capacity 
in steel up to % in.; no load speed 400 
r.p.m. List price $48.00. Three-wire 
cable permitting ground connection, 
$2.50 extra. 





Piston Rings 


HE Ramsey Accessories Manufac- | 


turing Corp., St. Louis, Mo., have 
entered the piston ring field with its 
new product, “Ramco Sealfiex.” The 
ring is designed to function for a dou- 
ble purpose to sell compression and 
control oil. Owing to its flexibility, it 





will adjust itself to conditions encoun- 
tered in worn grooves and cylinders. 
The outer ring is dead and of special 
analysis grey iron, carrying a high 
graphite content, adding to its lubri- 
cating qualities. The inner ring is the 
regular Ramco patented design, made 
of the same quality of Swedish steel 


that has been used in the production of 
Ramco cushion inner rings, differing 
only in that it has a slightly heavier 
body to offset the absence of tension in 
the outer ring. List price 60 cents for 
both plain and oil ring. Ford, Chevro- 
let and Dodge rings are packed in com- 
bination sets, all others, three to a car- 
ton, each carton containing two plain 
and one oil ring. 


Steel Plate Jack 


HE Ecker jack covers every re- 

quirement needed for garage serv- 
ice work. It will lift a car from a low 
point of 5% inches from the ground 
and raise it to a point of 17% inches. 
The jack is rugged in con- 
struction, safe and tested 
for use. It is simple in 








operation and principle. Through the 
movements of a handle, work is applied 
by a pawl, working on a rack that 
pushes the lifting beam a notch at a 
time up or down. This practice gives 
a tremendeus leverage handle. Manu- 
factured by The Ecker Manufacturing 
Co., Syracuse, N. Y. List price $31.50. 


Armored Cable 
TARTING cables made 





by the 


Thompson-Neaylon Mfg. Co., Chica- 
go, Ill., are now supplied with armor 
covering locked securely in place by 
Not only is this 


means of a ferrule. 






é 


much better appearing than the old 
tape method of securing the armored 
cover but the results are said to be 
more secure and the likelihood of 
shorts minimized. 





Main Bearing Borer 


‘TBE Trindl main bearing boring 

machine is universal in its applica- 
tion to all automobile, truck or bus 
engines. Being light and simple to 
operate, one man can readily operate 
it and get accurate results. By means 
of four adjustable supports and an ex- 


ane 









ceptionally rigid boring bar which is 
centered from the end main bearings, 
perfect alignment is assured. 


This product has been used for 
several years in the shops of the Trindl 
Corp., 2917 S. Wabash Ave., Chicago, 
Ill., and is now being sold to service 
stations and fleet operators. 


Chain Adjusters 


HE Gates Rubber Co., of Denver, 
Colo., is offering a new type chain 
adjuster for tire chains. This is made 








of tough rubber. Four hooks are at- 
tached to the side chains which draw 
the chain taut, eliminating noise of 
chain slap on fenders and pavement. 





Carbon Eliminator 


HE P. T. carbon eliminator is con- 

nected to the accelerator rod and 
adjusted to be inoperative at idling 
speeds, moisture being drawn from the 
cooling system at the approximate rate 
of one half pint per 100 miles. It is 
said by the manufacturer to feed to 
the motor a _ steady and measured 
moisture, depending on the motor 
speed. The flow of moisture is ad- 
justable and is in no way affected by 
the temperature of the radiator. It does 
not add air, all this coming through 








the carburetor. It is constructed en- 
tirely of bronze without springs or 
other delicate parts and requires no 
attention after being installed. 

Manufactured by P. T. Manufactur- 
ing Co., Detroit, Mich. 
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Accessories and Devices 








Air Meters 


HE new Romort air meters are 

offered in three styles by the Zinke 
Co., 1323 S. Michigan Ave., Chicago, 
Ill. The large 
meters are 
mounted on 
either the 
high air 
tower at 
$100, on the 
lower tower 
at $60, or the 
wall type at 
$40. When 
these meters 
are set to the 
desired pressure a buzzing 
sound is heard until the 
tire is inflated to the point 
desired. Another type is 
No. 20 which attaches to the air line 
and is only a little larger’ than the 
chuck. This sells for $16. 








Handy Assortments 


A SetaNt addition to the Gilfillan 
line is an ignition, distributor, and 
oil pump gear assortment. Another 
item is a complete as- 
sortment of ignition 
parts, brushes and 
starter parts for At- 
water Kent, Auto-Lite, 
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Bijur, DeJon, Delco, 
Dyneto, Ford, Leece- 
Neville, North East, 


Remy, Splitdorf, Wag- 
ner and Bosch. These 
are now Offered in glass 
jars and boxes well ar- 
ranged and attractively 
displayed in a substan- 
tial steel cabinet. Made 
by Gilfillan Bros., Kan- 
sas City. 





Heavy Duty Auto Creeper 


‘TS National Machine & Tool Co., 

Jackson, Mich., is showing a new 
all-steel heavy duty auto creeper. The 
body of this creeper is formed from 
one sheet of heavy gauge steel given 
additional strength by rolling the sides 
and ends of the sheet. The under sup- 

















ports of the cross arms are made of 
wide, heavy steel securely riveted to 
the body. The National creeper is 


equipped with exceptionally strong and 
heavy roller bearing, and square plate 
castors with large, wide wheels, each 
castor being riveted to the cross arm 
with four rivets, making the National 
creeper practically one solid piece of 
steel. 

The top is concaved, lowering the 
body for the mechanic to within one 
inch of the floor, giving him comfort 
and freedom under the car. List price, 
$5.00 f.o.b. factory. 





Thread Renewer 


| enleper yng threads on bolts, shafts, 
or studs can be restored quickly 
with Nu-Trix. This unusual tool is 
made of high grade steel about 7/16 
in. square and 10 in. long. On its sur- 
faces are milled teeth much like the 
threads of a tap. When a bolt, shaft, 
or stud has had its threads damaged, 
this tool is used much as a file would 


le J 


be used but as the teeth of this tool are 
made to match the threads of the dam- 
aged article the result is a serviceable 
new thread. 

Nu-Trix is made with the 8 most 
popular U.S.S. and S.A.E. threads on 
the one tool; 11, 12, 13, 14, 16, 18, 20, 
and 24. Diameter is of no consequence. 
This tool is a product of the Reiff & 
Nestor Co., Lykens, Pa. 














Small Stock Cabinet 


= No. 6 Handy Cabinet, manu- 
factured by Heiz & Heiz of Brook- 
lyn, N. Y., contains 38138 pieces of 
popular sizes of cotter pins, lock wash- 





ers, spacing washers, stove bolts and 
nuts, plain and castellated nuts, S.A.E. 


and U.S.S. cap screws. All of this 
material is carried in six partitioned 
steel drawers with covers, all neatly 
housed in a steel cabinet measuring 


12 x 5% x 18 inches. 


The entire assortment including the 
cabinet sells for $16.50 and refills of 


any item may be had from the manu- 
facturer. 


Lockheed Brake Wrench 


HIS item is a new chrome vana- 
dium Lockheed brake wrench, heads 
of which are only 7/32 of an inch in 
thickness. This extreme thinness makes 
the wrench easy to use in the adjust- 
ment of Lockheed brakes. This brake 




















wrench is a double ender with % in. 
opening at each end for the 7/16 S.A.E. 
adjusting nuts. One opening is at 22% 
degrees and the other at 80 degrees to 
the handle, making it possible to turn 
the adjusting nuts, no matter in what 
position they may be. Made by the 
Bonney Forge and Tool Works, Allen- 
town, Pa. 





Valve Core 


ALVLOX is a 

valve core. that 
works on an entirely 
new principle. Valv- 
lox is readily installed 
on account of the 
knurled beveled head 
and is air-tight in the 
valve stem on account 
of external adjusting 
rubber seal. At the 
lower end of the de- 
vice is a pear shaped 
internal seal or inner 
valve which is 
locked air- 
tight when one 
is through in- 
flating the tire. 
This product 
is made by the 
Richmond 
Metal Prod- 
ucts Co., Rich- 
mond, Ind. 

















Portable Electromagnet 


AX electromagnet on the end 
of a flexible handle is now 
made by the Fleming Machine 
Co., Worcester, Mass., and is 
used for fishing out parts that 
drop into crankcases or trans- 
missions. This is supplied with 
2 mm. 5-ft. leads and clips to 
conveniently attach it to the am- 
meter of the car that is being 
worked on. The price is $2.25. 




























































Everyday in Every Way We Get— 
ATON PARK, FLA.—I wonder if 
all the readers of MoTor AGE real- 
ize the value of the pages giving the 
prices, weights and equipment, also 
mechanical and electrical specifications 
of all the American made cars? 

When an argument starts about any 
car, I can take my MorTor AGE and 
settle it pronto! Every new copy that 
I get, I think of Dr. Coue and his 
famous slogan. 

Give us a little more of Bill Fixit and 
more airplane dope. 

If a mechanic is not familiar with 
airplanes and airplane motors he is 
considered as “a has been” now.— 
Thomas A. Tufts. 





Absence Makes the Heart 
Grow Fonder 
ERMANTOWN, PA.—TI find that 
I cannot get along without MOTOR 
AGE, hence the renewal after being 
without it for about one year.—V. M. 
Friday. 
Heavy, Heavy, What Hangs 
Over?—Fine! 


OLCHESTER, ILL.—I have been 
reading MoTor AGE some time and 
like it fine-—Harold B. Keithley. 


Mr. New, What Can You Do? 
OLDSBORO, N. C.—I would ap- 
preciate having my Motor AGE 
mailed earlier as I receive it on Monday 
morning. Would like to get it Saturday 


morning so as to enjoy it on Sunday.— 
L. T. Brown. 











A Jolly Toot from Horn Brothers 
LASCO, KAN.—I sure want the 
Motor AGE. We like the Readers’ 

Clearing House good. Others in pro- 

portion.—Horn Brothers. 





Lovitt Loves It 
A HARPE, ILL.—We think Motor 
AGE is a great magazine and don’t 
like to miss any of it.—Lovitt Garage. 


A 100 Per Center 


EAUMONT, TEX.—I think your 
Motor AGE is well worth the 
money.—F’. O. Sibley. 














ETTERS to the editor from 
those whose “attention has 
been called”; from those who point 
with pride and those who view with 
alarm, from those who are easy to 
please and those who are hard to 
please; from those who are happy 
when they find a good thing and 
those who are happier when they 
find something they consider not so 
good; from those who boost and 
those who knock; from those who 
see the doughnut and those who see 
the hole; in other words, Dear Sub- 
scriber, from you and you and you— 
as well as from the man who bor- 
rows your copy of Moror AGE or 
reads it over your shoulder. 




















Pinging the Pinger 
ULTFONTEIN, 8S. AFRICA—No- 
tice some one does not think your 

magazine as helpful to the repairman 
as it could be. If it is not helpful 
enough the repairman is to blame and 
not the magazine as (I believe) al! 
questions are answered and correctly. 
—D. kK. D. 





A Miss is as Good as a Rile 


AKVILLE, I[OWA—We failed to 
receive our MoToR AGE and miss 
it very much. We sure don’t want to 
miss Motor AGE as we read it from 
cover to cover and always get lots of 


good ideas from every issue.—Edw. 
Lanz. 





The Best Published 


INFIELD, TEX.—Please send all 
back numbers possible. MoToR 
AGE is the best motor magazine pub- 














lished. Give us more Red and Valvy 
stories.—B. L. Hobbie. 





M.A. the Pathfinder 
OONEVILLE, ITOWA—MortTor AGE 
is great. I would be lost without 
it. Enclosed find check for another 
year.—Paul F. Lauterbach. 
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Mr. Bell Rings the Bell for Us 


——- CAN.—I am very thank- 
ful to be a constant reader of your 
valuable trade journal, Motor AGE. It 
is by far the best I have ever had. It 
contains many very va.uable answers 
to mechanical problems. Also some 
first-hand writings on topics of interest 
to all automotive tradesmen.—S. J. Bell. 


A Balmy Blast From the Windy 
City 

HICAGO, ILL.—Want to take this 

opportunity to compliment you on 
the splendid articles published since 
moving to Philadelphia, with special 
emphasis on the “hot” ones on the 
Perfect Service Manager, etc.—E. L. 
Wimmer. 








Doing Without Moror AcE Can’t 


Be Done 
yey asAeeeuns, IOWA — We 
have tried on four different oc- 


casions to do without Motor AGE and 
finally decided it CAN’T BE DONE.— 
Thos. McDonough, Home Oil Co. 





Montana Goes R.C.H. 
“AST HELENA, MONT.—I enjoy 
reading the Motor AGE very much, 
especially the questions and answers in 
the Readers’ Clearing House. Most 
every automobile mechanic will find 


same a big help, also very interesting. 
H. Beyer. 





Gone, But Not Forgotten 
AGLE ROCK, CALIF.—I miss see- 
ing MoTor AGE on my desk more 
than anything, with the possible ex- 
ception of a sa‘esman or two. So please 
renew my subscription and rush it 
along to me.—G. DuxBury. 





We'll See to It That You Don't 
PPILA, TRIVATE BAG, SOUTH 
AUSTRALIA—So far I have ap- 
preciated reading the articles in the 
Morork AGE very much indeed and [| 
wouldn’t like to miss one number if | 
could help it—Ern. H. Wurst. 





"Ray! Ray 
EUPP, ARIZ.—I don’t want to be 
without Motor AGrE.—Ray Mce- 
Cleary. 
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Passenger . 2 Passengers . i Passengers . =: 
an _ a $ = ‘ao Standard — | S S 5 a's Standard an =s 3 e= ponds 
; Model os 2 => Equipment Model me Sis Equipment Model et la e| Equipment 
Important Changes in 
; H : 3p. Ctry. Club. ..| 1765 CHRYSLER “52” *‘Senior” 
Specifications and Price Bp. Bro. Sedan... .| 1925 5p. Touring...... $ 750| 4/2130/abr 4p Cab. Rdstr....| 1595] 2 3353| Cehmarts 
° . 7p. Sedan........ 1995 2-4p. Roadster....| 725) 2/2075iahr 5p. Sedan........| 1495]. .]....ljehr 
Tables since last issue. 2p. Club Coupe ..| 725} 2]2205\ahr 5p. Sedan........ 1595| 4/3412|Cehmnrtx 
Sp. Sedan........ 735| 2)2300 ahr 4p Coupe........ 1570} 2}3315) Cehmnrtx 
5p. Sedan........ 795} 4/2375\ahr 
2-4p. DeL. Coupe.} 795} 2] 2240/ahr 
Bp. De L. Sedan..} 875) 4/2375\ahr 
“62” du PONT “‘E” 
M ARMON “—— 5p. Touring...... 1095; 4/2740 aghnr 4p. Roadster... .. $2800). .'3700 afghkmnprx 
2-4p. Roadster....| 1175) 2/2705\aeghnrw 5p. Touring. ... . ;.| 2800) 4 3850 afghikmnprx 
Car Prices CADILLAC “341” 2p. Bus. Coupe...} 1125} |2780/aghnr 4p. Coupe....... 3200 ..|3850 afghkmnoprtx 
“Fisher” Sp. Sedan........ 1145) 2/2855/aghnr 5p. Sedan........ eee aia .,4100 afghkmnprtx 
2-4p. Roadster. . . |\$3350 aeghIlmnprx Sp. Sedan........ 1245; 4/2905|\aghor 5p. Con. Sedan. ..| 3750) 4/4100 semen 
5p. Phaeton...... 3450 2-4p. Coupe...... 1245} 2) 855\aghar 
é6 ”? 5p. Sp. Phaeton. .| 3950 5p. Land. Sedan. .} 1295) 4/2940/aghnr 
STUTZ BB 7p. Touring...... 3450 
1928 Body Model d 4p Cone Coupe 3493 2 tp. Re dst 1495| 2/3005! aegh ELCAR “6-70 
“4p. Conv. Coupe 5 -4p. Roadster.. . . aeghmnrwx ‘6-70” 
ocy ems an 5p. Coupe....... 3495 2-4p. Sp. Rdstr...} 1525) + /3005)aechmnrwx 5-7p. Touring. .. .|$1275).. ahjmnor 
Prices Sp. Sedan........ 3595 4p. Coupe........| 1595) 2|3160}aghmnrux 4p. Land. Rdstr..| 1375] 2 2580 ahjmnor 
5p. Town Sedan..| 3395 2-4p. Coupe... .. 1545} 2/3130 aghmnrx 4p. Brougham....} 1295) 2}2670 ahjmnor 
7p. Sedan........ 3695 5p. Roy. Sedan...| 1595) 4/3225|aghmnrtx 5p. Sedan........ 12y¥3| 4/2750 
5p. Imp. Sedan...| 3745 5p. Town Sedan. | 1595) 4/3270|aghjmnrux “5-73” 
VELIE “Std 66” 7p. Imp. Sedan...| 3895 2-4p. Con’t Coupe} 1745) 2/3100!aghmnrx 4p. Roadster.....| 1395 
e 5p. Imperial Cab.| 3745 5p. Crown Sedan..| 1745) 4/3235'aghmortx 5p. Touring......} 1395 
: 7p. Imperial Cab. | 3895 4p. Coupe....... 1395 
New Touring and “Fleetwood”. Imo. “89” 5p. Sedan 1395 
. 5p. Sedan ....... 4095 2-4p. Roadster... .| 2795] 3]... ./aeghlmnrwx “8.82” 

Weights 5p. Sedan Cab 4095 Sp. Sedan........ 2°45) 4/4185)acghimorx 5-7p. Touring. ...| 1645!.. aeghmnr 
7p Sedan....... 4195 7p. Sedan........ 30/5) 4]... .laeghimnrx 2-4p. Roadster. ..| 1770, 2 3320 agehmnor 
7p. Sedan Cab...| 4195 5p. Town Sedan..| 2 95) 4/4140/aeghimnrx 5p. Brougham....} 1595) 2'3410 aeghimnor 
5p. Imperial ....| 4245 7p. Sedan Lim...| 3495] 4/4285|aeghlmorx 5p. Sedan........ 16.5} 4/3490 
5p. Imperial Cab. | 4245 “$8.99” | aeghkmnrs 
7p. Imperial... ...| 4445 7p. Touring. ..... 2465| 4 3675 aeghmor 
7p. Imperial Cab.| 4445 4p. Land. Rdstr..| 2195, 2 3620 aeghimnor 
...- Town Cab Con} 5000 5p. Brougham....} 2195 2 3710 

Passengers = . . Town CabCon 5500 5p. Sedan........ 2265 ..'.... aeghilmnort 
an Sel f!S| Standard - -LimBro’mCon) 5500 _— 5p. Sedan........ | ae 4 3895 aeghkmnor 
Model C= 18 =5$| Equipment Or 7p. Sedan........ 2565; 4,424 
7p. Touring. ..... $6659) 4/4600|Ceghjkimnop 
rsx 
4p. Sp. Touring.. .| 6150) 4/4500 a ~“emeg 
ERSKINE “6” 
4p. Coupe....... 7600} 2/4700 Ceghjklmap 5n. Tourer....... $915} 4|2300 aeghnr 
. 4p.. Spt. Rdstr...] 965). .}2305 Beghnr 
aa ne 6p. Limousine. ...| 8100} 4/5000 Ceghikimnp 2p. Bus. Coupe...| 895 2 a aa 
; ‘ rtx 4p.. Spt. Coupe...| 965, 2 aeghnr 
2-4p. Roadster. . .|/$1095| 3/2750: ahrw A " 24 
Sp. Touring. ..... 1145] 4/2760 ahrw “Big Six” | 
2-4p. Cabriolet. ..} 1295} 2/2850 7p. Touring...... ‘oon 
5p. Sp. Sedan. .../ 1195] 2'3040lahr 5p. Met. Sedan...| 1495 
5p. Sedan........ 1295} 4/3080\ahr 4p. Coupe....... 1675 ESSEX 
5p. aa and. Sedan.| 1345) 4/3040/ahr 3p. Ctry. Club. ..| 1675 “‘Super Six” 
5p.Met. DeL. Sed.| 1595 about...| $700] 2!2115 shmar 
2-4p. Roadster .+-| 1395) 3/3005|)ahmnrw 7p. Sedan DeL...| 1795 DAVIS “99-28” a — ~<a 835| 4/2230 ahmnr 
Sp. Touring. ..... 1445) 4/2960) abmnrw 5p. Royal Sed. ..} 1795 4p. Polo Rdster. .]$1885} 2/3095}aghmnr 2p. Coupe, cloth..| 735| 2)2330 ahmnr 
_- Cabriolet. ..| 1595) 21317 5p. Touring...... 1885] 4/3125/aghimns 2p. Coupe, leather} 750 919330 ahmnr 
bp. me -. a yee aemees : ee Six” on 4p. amg ees rr 2 a ee 5p. Coach........ 735| 2|2450 ahmor 
eee | mor ouring...... 5p. Emp. Sedan. . 413275\|achmnort mie 94 hmor 
Sp. Wand. Sedan..) 1745) 4 3390/abmnr oe 1145 — : bp. Sedan..... S00) 6-100 sumnane 
5p. Sedan........ 995 
2p, Sp. Rdster. .| 1995] 3/3180|ahmarw 3p. ano “Oar 1035 
5p. Touring. ..... 2045! 4'3200:ahmnrw 2-4p. Coupe...... 1135 
2-4p. Cabriolet. . .| 2095) 2.3600 5p. DeL. Sedan...| 1135 FALCON- 
H4 ate Sedan. . on 4\3380 pene 3p. DeL. Coupe. .| 1125 KNIGHT 
bOdaNn.... 2... 4\/040U abmnr 2-4p. DeL Coupe.| 1235 
ard] 288) 458s0amar |) AP Det Sou DANA “st. toaster... $01 050 
“Roy. St. 8” 5p. Phaeton...... $1695) 4/3100 agmn tn. G.G. Rdster. .| 1250:..|2500 Beghkmnrws 
ip, Touring. ..... 2295; 4:3790\ w 7p. Touring...... 1995 5p. Roy. Roadster| 1795) 2 2905 agmnw - —— ..| 995). ./2565 me 
p. Sedan........ 2595) 4/4200/ahmnr 4p. Coupe....... 1995 5p. P.B. Rdstr...} 1895) 2/2995 Bemnw 5p. Brougham....| 995!. .|2665 ghr 
4p Ctry. | Club. ..| 1995 5p. Cab. Rdstr...| 1995] 2/3160 aghmn 5p. Sedan....... 1095| 4'2700 ghor 
Ap. Sedan........ 1995 | 5p. Cab Rdstr... | 2295) 2/3160 aghmn 5p. La.idau....... 1145]. .|2735 ghrtu 
7p. Sedan........ 2095 5p. 4d. Sedan....| 2095) 4'3275 aghmnot 
5p. DeL. Sedan 2195 Sp. 2d. Sedan....} 1795) 2:3170 aghimno 
135” W.B. 
7p. Touring..... -| 1795) 4/3336 agmn 
BUICK FLINT “60” 
+e; 5p. Touring...... 61250) 4/2750 aehmnrx 
4p. DeL. Reastr. . ..!$1195! 2|2990/aghmnr 4p. Spt. Rdstr....| 1350} 2/2885! Aehmnrw 
bp. Touring De...) 1225] 4/3040/azhmnr 4p. Cpe. Rdstr.. | 1395] 2/2890, aehmnor 
4p. Coupe...... 1195) 2/3110/aghmaor 5p. Sedan........ 1395] 4 3030;aehmnort 
Pp. 2d. Sedan...) 1195] 2/3215/aghmnr 5p. Brougham....} 1395} 2/3010!aehjmnor 
bp. 4d. Sedan... .| 1295] 4/3300 aghmnr DODGE BROS. “g9”? 
sD. Ctry. Club....] 1275] 4 3190).ghmor “124” 120” W.B 
p. Town Bro’m. .| 1375) 4/3305\aghmnr = 5p. Touring...... $795) 4/2581/Ar 5p. Touring. ..... 1450) 4/3245)aehmnr 
4 2p. Roadster.....| 795) 2/2454/Ar 4p. Spt. Tour 1595} 4/3395|aehimnrwx 
4 al btianen 1465| 2)3800)aghmnor 2n. Rondeter dawns $ 525 2p. Sp. Roadster.| 845} 2/2530/Der 4p. Coupe....... 1795) 2/3500) aehmnorx 
14 4d. Sedan... .| 1495! 4/3870 aghmor 5p. Touring. ..... 525 5p. Sp. Touring..| 845! 4/2679] Der 5p. Sedan........ 1850} 4/3625) aehmnortx 
D. Jom Bro’m. .| 1575]. ....jaghmar 2p. Util Cpe... 625 “128” 130” W.B 
) 2 +4 op. Coach........ 595; 2:21 5p. Sedan........ 875) 4/2600) Achr 7p. Touring. ..... 1595) 4|3470/afhmorx 
b. Sp. Rdster..| 1495] 2/3655 oghmnr op. Sedan........ 695| 4/2275) 5p. — on 975) 4/2609) Aehrt 7p. Sedan....... | 2050} 4|2780/aehmnortx 
4p. Sp. Touring. 1925) 4/3738) aghmanr 2-4p. Cabriolet . 715 212135: dhr 2p. Coupe........ 855) 2|2428) Aehrt “Z-18” 
p. Coupe... 1850 2/3940 aghmor | 5p. {mp. Land...) 745 4 2260, dhu 4p. Cab. Ridstr.. 955) 2}2463! Behr 5p. DeL. Coach. 895 eae aehknor 
1, = 
KEY TO SYMBOLS: 
A—Wood wheels with spare. D—Disk wheels with spare i—Trunk and trunk rack ~~ heater. v—Vanity set. 
a—Wood wheels. d—Disk wheels. j—Trunk rack, no trunk. Cigar lighter w—Windshield wings. 
B—Wire wheels with spare. e—Front and rear bumpers k—Spare tire. —Rear traffic signal. x—Clock. 
b—Wire whee!s. f—Front bumper. I—Spare tire lock. s—Spotlight. *—Overall length. 
C—Optional wheels with spare. g—Shock absorbers or snubbers. m—Engine heat indicator. t—Vanity and smoking set. §—Prices on application. 
‘—Type of wheels optional. 


h— Automatic windshield wiper. 


n— Dash gasoline gage. 


*—Smoking set. 





Motor Age 







































































































































































‘D fC P Car Model 
Prices, Weights and Equipment of Current Passenger Car Models 
OF 
Passenger Ex | -~ of | dels Standard rod 6 |els gz Standard rnd | els Ea Standard 
and Se\f|S | Standard an gis tandar _ o-2 3 2s : ' Model Fr 3 a ipment 
Medel 7 Fs 3 2 > Equipment Model S = 2 Equipment Model we sla Equipmen ae <> Equip 
— “) 4” 4p. Berline....... /$5500).. “E-75” 
FORD “A J-1 2p. Speedster..... 3485 2/4251 /aeghInprz 
2-4p. Roadster...|$ 385]..].... 4p. Playboy...... _ ———- 4 om . 4p. Speedster 3485] 2/4256] aeghInprx 
Sp. Phaeton...... - ae 6p. Ber. Landau .| 6500 5p. Phaeton... ... 3485| 4|4017|aeghinprx 
2p. Coupe....... 495}. .}.... . Cus. 7 * 7 Cabriolet... | 6600] 7p. Tour. Speed. .| 3565] 4/4480]aezhilnprwz 
2-4p. Spt. Coupe.. i ae 4p. oa Tecese “ Le Baron Cab.| 7000]. 2p. Coupe Rdstr..| 3565] 2 4374 aeghinprx 
Sp. Tudor Sedan.) 405 lap. C aghmnrx 7p. Holbrook Cab.| 7200} .. Sp Town Coupe..| 3195) 2/4452/aeghloprx 
Sp. Fordor Sedan.) 570 > ae one ~ eae 7p.Collap. Cab... | 7300}. 2p. Cou .| 3485] 2/4373|aeghInprtx 
4p. —, ways. ; 4p. Victoria...... 485] 2|4346/aeghInprtx 
anh Sp. Sedan... -...| 3565] 4[4aoslecchlonses 
slid p. Sedan........ aeghInprtx 
FRANKLIN 7p. Sedan........ 3640) 4/4620) acghinprtx 
Te WB 7p. Gus. Sedan...| 4073] 4|s0/Bloceblonrt 
.B. p. Cus. Sedan aeghInprtx 
8p. Coupe....... ssa. EL “‘6- ss” = 7p. Cus. Limou...| 4175] 4/4718] aeghinprtx 
2 — ——* ites * — "WB 5p. emia. . — 
Ga © hn si op. Sedan. ...... 97 
p. Ox. Sedan. 2815}... 5p. Phaeton... . oy ee , MOON ‘‘6-60” 
5p. Spt. Sedan.. 2010). 4p. 5 ony a - i a _ 3p Roadster..... $925) 2/2295!an 
3-5p. Con'vt Cpe.| 2925 = Spee Bro” 4p. Spt. Touring. .| 2850}. . 5p. Phaeton...... 995} 4/2340/an 
BO eer, Sedat. nan 3-5p. DeL. Rdstr.| 1095] 2|2330\dn 
128” W.B. - _ B 4p. Coupe. 2975 +4 Roy. Rdstr..| 1195} 2/2330lanw 
2-4p. Sp. Runab’t} 2975)... Sp. 1” W. a 4p. Collap. Coupe.| 3000 3-5p. Roy. Cab...} 1295] 212575lan 
5p. Sp. Touring. .| 275]. /— 3-5p. Cab. Rastr..| 1195| 2|2575l4n 
7p. Touring...... 3060). . ‘p. Neer :aonee Sp. Soden » 5p. Coach........ 1045) 2/2420) an 
> ye aie ie “ = oy A ee | Bp. 2d. Sedan... 1145 9 2520 a 
p. Ux. Sedan.... ~f sil 5p. Roy. Sedan...} 1195) 2/2520) shin 
7p. Limousine. ...| 3080}. . 7D. og a nani: 4 cae. . _ 5p 4d. Sedan... te 4 on dn 
4p. Cpe. Roadster 7p. Sedan........ 3350 5p ay me re ; oo aho 
= ” i eee 7p. Sub. Sedan. ..} 3500 —_— 
"". : 125” WB ; 5p. Touring...... 1195) 4/2560}dp 
4p. Roadster. .... goo a Decten F +49” 5p. Ro q Rdster. P 1395 2 2600 dno 
4p. Vic. Coupe. . .} 1295 Z Speedster. anal 4p. Sportif....... 5p. Collap. Cab. .} 1795} 22720 
5p. Sp. Coupe... .} 129: 4p. Cp. Roadster 5p. Sedan DeL....| 1395] 2)2710/dno 
bp. Sub ee ‘ | sa in ch. 7p. Touring...... 5p. Sedan Del... 1545] 4|2860|dno 
u — oon cane “6-72” 
..DeL. Sedan...] 1595]. .}.... _ —— —- > _ — sud 5p. Roy Roadster.| 1395] 2/2630|aghmn 
” P- 132” W B 3 5p. Vic. an.. - RoyCabRdstr.} 1445] 2]2815}aghmn 
“85 7 T ri <i 7p Lim. Enc. Dr. / 5p. Std. Sedan 2d 1395 2 3050 aghimn 
4p. Roadster... . .]$1695 ag nr 7p. Cabriolet... 5p. Std. Sedan 4d] 1445} 4]3080laghmn 
bp. Brougham... 1805 4 > — aS .- p- “99” 5p. Royal ae. ees 2 ae aghimn 
eer : 
et tig 2,95 Zp. Sedan. enn 4p. Sportif....... 5900 5p. Royal an.| 1545] 4/3080/aghmn 
“99” al W.B. 4p Roadster..... 5900 
.. Roadster..... 2095 5p. Phaetor...... 
bp. Brougham... 22 5 ro S ++ - 7p. Touring. ..... 6000 - - 
p. Sedan........ 2% ! call Touring...... 865) 4/2325] Dghar 
...Cus, Coupe. . .| 2495 _ ee eee. - sek nang nae 7500 “hy Cone 't Cab.| 995} 2|2505 Soober 
>. Conv. Bro’m.. 4p. Vic. Sed...... 7450 > cone ro : sate wd 
p. Sedan........ ghor 
tat tr m+ 7p. Town Bro’m..| 7500 5p. Sedan... ... -| 995] 4]2500| Dghar 
Lng y tm 4p. Tourster . 7p. Cabriolet. .... 500 5p Land. Sedan 1085} 4/2610] Deghor 
cold. Line guy Collap. Cab. ..| 7750 “Special” 
Sp. Coach........ $1285 — ees 4p. Roadster... 1225] 2|2980|Dghnr 
bp. Sedan........ 1385 oe. 5p. Touring... ... 1135] 42980] Dghnr 
“Cc 7p. Sedan Del... . 2-4p. Cabriolet... .| 1290] 4|3070) Dghnr 
—— 7p. Ber. Sedan... 2p. Bus. Coupe. ..} 1165} 2/3030|Dghor 
7p. Phacton...... 1000 MCFARLAN 5p. Sedan.... ... 215] 213150| Dghinrt 
4p. Brougham ...} 1575 “Str. 8” 4p. Victoria...... 1295] 213170] Dghor 
7p. Sedan........ 1850 131” W.B. 5p. Sedan........ 1335] 4/3250] Dghartur 
ug” 2p. Roadster er $3050 5p. Coupe. wee 1445) 4)3380) Ughiort 
Bp Coach........| 1175 - OW B - g 4 3180 ‘mnprx sy 
Redan... 1.27 1285 _ ms p. Town Coupe. | 3180 4p. Roadster.....| 1475] 2|3400|Dghmor 
2-4p. Roadster. . . 3p. Town Coupe.. p. Koaaster..... g 
5p. Phaeton. .... 5p. Sedan........ 3180 5p. Touring. ...+-| 1340) 4/3400; Dghmnr 
4p. Sp. Phaeton.. Beghjkmnp 5p. Broughum....| 3180 afghlmnprx p. Sedan........ 1425 : 3620 Dehimare 
rsx 5p. Town Car.. 600 5p. Sedan. ee 1545) 4/3650] Dghmoruy 
HUPMOBILE 4p, a 7p. — eal 3680 7p. ng a 1440] 4]3500| Dghmnt 
“A” 4p. Victoria...... 7p. Sub. Sedan. 3780 5p. Sp. Touring 1540} 4/3500] Bghimor 
4p. Roadster... .. $1335 5p. Town Sedan. . “TVs” 4p. Victoria...... 1595} 2/3640) Dghmnruv 
7p. Phaeton.... 1395 Sp. Sedan........ 2p. Roadster..... 5800 4p. Coupe. 1775 2 3650 Dghmor 
5p. Sedan 2d... 1345 2p. Coupe....... 5p. Spt. Tour.....| 5600 5p. Amb. Sedan 1925) 4 3820 Dghinprtuvs 
4p. ae. . ane 1385 5p. Sedan : 7 7p. Sedan........ 1990} 4/3830 Dghnprtuvs 
5p. Sedan. . 1395 5p. Town Cab.... 7p. Touring.......| 5700 .|.fghlmnprx 7p. Imp. Sedan. ..| 2165] 4/3900] Dghnprtx 
5p. Trans. Cab.... 5p. Sedan........ 6720! fghlmnprx 
bp. Touri 1795 tien 7p. Sed 6720 fghlmnprx |, OAKLAND ‘AA-6' 
p. Touring. ..... 2 0 eee fg r - J ; 
7p Teurla acai 1895 nq Imp. Sedan... ‘ 5p. Sp. Phaeton. .'$1095) 4/2620/aehjn 
2-4p. en rad 1895 7p. Imp. Sedan... 7p. Sedan..... -.-| 6920 afghlmnprx 4p. Sp. Rdster.. 1075] 2)2730)aehjn 
5p. Brougham. . 2095 | 2-4p. Cabriolet. .| 1145] 2 2825/ahn 
2-4p. Coupe...... 2195 7p. Cabriolet. ....| 9000 5p. 2d. Sedan.. 1045] 2/2890/ahnu 
p. Sedan........ 2195 3p. Land. Coupe..| 1045] 2|2805/ahn 
> Victoria...... 2195 5p. 4d. Sedan.....| 1145) 4/2980/ahnu 
7p. Sedan........ 45 LINCOLN bp. Land. Sedan. .| 1265] 4|3050|sebnov | 
7p. Sedan Lim... .} 2520 a —_ 
t. ter 
Bn 1. Rdst r. meennenin CpeegPas 
7p. Spt. Tourin “*30-E" 
4 Sot. fieten. “78” 5p. Sp. Touring...| $895) 4/2490 —— 
JORDAN 4p. Coupe....... 2p. Roadster..... 1895 4p. DeL. Rdster..| 895) 2/2317ice 
“R” ip. Sedan........ 4p. Speedster.....} 1965 2p. Coupe........ 875) 2)..../b 
4p. Blue Boy.. . {8145 5p. Sedan........ 2-4. Collap. Cpe. .} 1995 5p. Sedan 2d 875) 2 ehu 
4p. Spt. Salon....| 1595 2p. Coupe....... 2p-4. Coupe. .....] 1895 5p. Sedan 4d | 975) 4)... .Jehu 
2-4p. Tomboy... | 1595 7p. Sedan....... 4p. Vic. Coupe...| 1995 4p. Sp. Coupe...-| 965] 2|2650|ceghmaru 
Sp. Sedan..... .. 1595 7p. Limousine. . 5p. Sedan........ 1895 | bp. Landau...... 1075; 4/2780) ceghimry 
KEY TO SYMBOLS 
A—Wood wheels with spare. D— Disk wheels with spare. i—Trunk and trunk rack. eo—Car heater. v—Vanity set. 
a— Wood wheel's. - d— Disk wheels. j—Trunk rack, no trunk. p—Cigar lighter. w—Windshield wings. 
B— Wire wheels with spare. o~men and rear bumpers. k—Spare tire. r—Rear traffic signal. z—Clock. 
b— Wire wheels. —Front bumper. 1—Spare tire lock. Spotlight. *—Overall length. 
C—Optional wheels with s —Shock absorbers or snubbers m—Engine heat indicator. t—Vanity and smoking set. §—Prices on application. 
e—Type of wheels optio E — Automatic windshield wiper. a— gasoline gay °. 
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53 
€ December 15, 1927 
ices, Wei f C P Car Model 
Prices, Weights and Equipment of Current Passenger Car Models 
- i) 

Fossengese =) Ee d oo a fo) 2 £2 Standard or as eit Ez Standard ee 9 Seis = Standard 
ote —_ | 5).2-3) Standen ¥ 5215/23] Eaaime i O-2|$1-2°5| Equipment Model §— | 92 /3/2$| Equipment 
ment Medel oF 2 £5 Equipment Model oe 2 => Equipment Model Te Slane Equipmen ce isisz 

- 2p. Coupe........ 1195] 2|3120|aeghimnr 
Ooea” Whippet A Del Seden.,.| 2795] 4[3e00lneghimarts || “e-78" 4p. a 1295) 2|3165|aeghimnr 
— Towing 7p. DeL. Sedan...| 2995| 4|3700laeghimnrtz || 2p. Roadster $1595) 2/3225 4p. Victoria...... 1295) 2|3165}aegblmnr 
rx 5p. Touring...... $625) 4)1985)ag p. ag an. ~ pane. ...- Ce eee eo = —engetin 1195| 4|3235lacchimor 
—_ ty gg 625 32038 ~y 5p. Phaeton...... 1395| 4]2850\aeghimnrw || 5p. Sedan........| 1795] 2\3450 5p. _ Sedan Royal... 1295) 4/3235|aeghimaor 

owl es P ommander 
~ > i" 795] 42186lee 4: Cone '--:| 1565] 2lag7élecchimar” —|l 3p. Corne........(¢1088] 2is410leg £0. se tatter.| 1605] 2[3330lseghtmar 
rt > ae 755| 4l2290\coh 5 Od Seda ia 1395} 2/3000 seghiier Bp. Seoustans.. ..| 1985} 2/3440lag 2p. Coupe........ 1495} 2|3395|aeghimnr 
— bp. Te Whippet = Bp. Std. Sedan....| 1595] 4|3125laghmar. Sp. Sedan........| 1985| 4|3570\ag 4p. Victoria... 1405| 2|3510)aeghimnr 

Spt. ak *<_ 99” 5p. Sedan........ aeghimnr 
prtx 2-4p. Roadster 825) 2|2225\agh .. -spt. Sedan ...| 1795) 41/3100 aC °°") 4695] 213465|aechimnpr 
“ bP. Teepe 222] 798] 2|2305lagh nt eel bein oe ee |) i <-eee 4p. Vie. Regal....| 1625] 2/3525laeghImnpe 
-~ 4 Coash a 795) 2/2405\agh 5p. Phaeton .... | 1695} 4/2930 ol 7p. Sedan........ 3285) 4 cg 5p. SS Se, ...| 1625) 4/3585)/aeghimnpr 
rtx bp. Sedan........ 875) 4/2440\agh 2-4p Roadster....| 1695 2 oo a + et -~— nll 1795| 4|3805|deghimnprx 
- oy —! — y —— "| 1803 >(3150lacchilranrs 7p. Sedan. ....... 1985| 4|4050|deghImnprx 

>. ----- 1895] 4|3200|aeghImortx 7p. Limousine... .| 2250] 4|4080|deghlmaprs 
bp. Landau......} 1995) 4 3250|aeghimortx hail 
—- ilmnrt By al Bfghjk 
} —_— — oe JkmMprx 
PACKARD 4 —- casi 2098 4 3875 erg C od Models, i ; <1 *** ah ieneete STUIZ “BB” 
“526” 1334” W.B. “‘New Phan 131° WB 
4 — 18 4(3668 Deehimepe — xpi 3095 , 3075 |Dechimarts Chee’ Maiels. “ ; oe ale Bechlkan ort 2p. Speedster . ee Pad , ies paleeenpen 
p. Phaeton...... . HedaN..... .. JO}. .t0% needy .. nei 
oa. 33501. (3950| ee lap P Sedan Ruse 3508| 4{4050 ——, z a ol 3845] 4)... .|aeghjlmnprx 
-4p. Coupe...... ..13950} = —« J 7p. Sedam........ ~Pe 
ty. Cony't Cpe... 2425). . 3050 bp. Ber. Lim..... 3795| 4/4100) Deghlmnrtx > os Hawk.. pe 7 : ene 
m 2 ae 3495} 2]... ./aeghjlmnprux 
bp. Phaeton ..... pe - he STAR “4” rs Vie. Coupe. ..| 3495] 2]... .Jaeghjlmnprux 
2 ge 2485| 4 3865|D hl 2p. Roadster..... $550 211850 a 59. Sedan. ...... 3570} 4]... ./aegbjlmnprux 
TP Coupe. ..,| 2685| 214000\dedhint 5p. Touring...... 550) 4|1920|a 5p. Brougham... | 3570| 4]... Jaeghjlmnprux 
4 et 7 2685) 4/4085 Degiin 2p. Coupe........] 650] 2/1965j/ah 2p. Cab. Coupe... 3695} 2}... .jaeghjla@nprux 
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es ee 2785) 4/4205 oe 2p. Runabout $2900} 2]3300)afghimnrx i 7p. Sedan........ 3895) 4}... .laeghjlmnprtx 
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r - 7 “3¢° on STEARNS- 7p. th... 5495] 4]... .laeghjlmnprtx 
2p. Runabout. . | 2 aoe meee ny 7», leat Lim... 5495] 4]... .Jaeghjlmnprt x 
> Tourin® he 5875 ‘ 4585 afghirx 4p. Roadster. .... $3250) 2 en “te 5p. PW Sedan... .} 6345) 4]... .jaeghjlmnprux 
t PAIGE “6-45” 7p. Sedan... | 6875| 4|4818 afghirtx | 7p. PW Sedan....| 6345] 4]... veghj|mnprt x 
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KEY TO SYMBOLS: 
A—Wood wheels with spare. D—Disk wheeis with spare. i—Trunk and trunk rack o—Car heater. ve—Vanity set. 
a— Wood wheels. d—Disk wheels. j—Trunk rack, no trunk p—Cigar lighter: we 
B—Wire wheels with spare. - ME Se ei rear bumpers. k—Spare tire. r—Rear traffic signal. 


x 
b— i—Spare tire lock. s—Spotlight. *—Ovesall-length.” 
Onn wheels with s ate a =o oll or erm m—Engine heat indicator. t—Vanity- and-smoking set. §—Prices.on application 
«—Type of wheels optio ge Shosk at windshield o— gasoline gage. u—Smoking set. 
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MOTOR AGE 


—and When it Comes 
to Servicing , ; + 


there are no brakes so easy on 


the dealer’s pocketbook as 


LOCKHEED 


HYDRAULIC 





Four-Wheel 


BRAKES 


OCKHEED HYDRAULICS 
require service, of course. 
But they stand up so well—they 
operate so easily month after 
month, with so little attention, 
that they are a boon to the 
dealer as well as to the owner. 


Many dealers have been pleas- 
antly surprised at the contrast 
when the car they are handling 
has switched to Lockheeds. 


They note, immediately, a 





greatly decreased cost of serv- 
icing new cars—a saving which 
begins when the brakes are 
adjusted before the car is de- 
livered. For Lockheed Hydrau- 
lics are easily and quickly ad- 
justed—and they stay adjusted. 


In service, Lockheed Hydrau- 
lics are a real benefit to the 
dealer and to the owner, largely 
because of the hydraulic prin- 
ciple which assures perfect 
equalization at all times. 


HYDRAULIC BRAKE COMPANY 


Detroit, Michigan, U. S. A. 
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X—Sleeve valve 


Y—Ye 


Var—Varies 


brication) 
(camshaft drive) 


Spur gear 


Sp—Splash (lu 


all bearings 


kshaft,connect- Sp— 
ft bearings 


ing rods and camsha 


ting rods, wrist pin and timing gear oep-— o~parave 


PF—Full pressure to 
PK—Preesure to cran 


Oc—Oil cups 

OG—Oil and Grease Cups 
Ow—Oil cups with wick f 
P—Single plate 


ti tl 


i-R—Internal rear wheels 


3J—Three-quarter elliptic 
K—Cone 
L—L head 


434wv F464 7 \ 444 — 
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head exhaust valve on side. 


FI—F ul! floatinr 


G—Head and side 
Gr—Grease cups 


- -_ 


LV" VUGill, VU uC 5iia28 
Cu—Oil and grease cups 


D—Multiple disk 
dp—Double Plate 
E—Full elliptic 


A-Z—Alemite-Zerk 


B—Sem!-ateel 
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What Central Automobile Company bought 


WHEN IT BOUGHT 
LYON Auto Parts Control 


The picture above pretty clearly illustrates what 
Central Automobile Company of Albany, N. Y. 
(Dodge Brothers dealer), bought in the line of mod- 
erm storage equipment for its new service station 
and salesroom which cover 40,000 square feet. 

In the foreground, rigid, glass-fronted Lyon Steel 
Counters give attention-getting dis- 
play to parts and accessories. 

Inthe back ground isthe Lyon Auto 
Parts Control System designed by Lyon 
for Dodge Brothers dealers. It con- 
sists of many units of Lyon Steel 
Shelving arranged, with the adjust- 
able shelves and dividers properly set, 
to give most convenient and efficient 
storage to a valuable stock of parts. 

Since 1904, Central Automobile 
Company has been one of the pro- 
gressive automotive distributors of 
Albany and the selection of Lyon 
Steel Storage Equipment for its 


Lyon Universal Units in 15 standard ar- 
rangements will meet most storage needs 


new Dodge quarters was a business proposition. 

Lyon Steel Shelving is adjustable to changing 
conditions. It is movable with no loss and with no 
cost, except for labor. Deterioration is negligible 
because of the strength of the units and the > se 
bility of their enamel finish. There is no obsolescence 
because the construction is standard 
and the units are adjustable. 

For any sized parts stock for any 
car dealer there is a Lyon Auto Parts 
Control System that will speed up 
service, make stock keeping easy, 
cut costs of doing business. 

Write for complete information, 
stating the make and number of 
cars you service. Or ask your auto- 
motive jobber. 


LYON METALLIC MANUFACTURING CO. 


Aurora, ILLINOIS 
Plant No. 2 
Jersey City, N. J. 


Plant No. 3 
Los Angeles, Calif. 








LYON Auto Parts Control Units 


Steel Shelving, Counters, Benches, Bench Drawers, Tool Boxes, Display Racks, Cabinets, Lockers and Miscellaneous Steel Equipment 
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1927 alone, 1,642,000 cars 
exclusive of Ford) left the 
actory without any type of 

shock absorber equipment. This 
means that 7 out of every 13 new 
car owners in your territory 
are good shock absorber pros- 
pects ... not to mention the vast 
market of earlier models sfill 
unequipped. 


Considering the present trend 
toward hydraulic shock absorb- 
ers (more than half of the fac- 
tory -equipped cars are using 
hydraulics), it is obvious that 
those automotive merchants who 
handle an outstanding hydraulic 
shock absorber are going to get 
a real share of this volume. 


Landis Engineering & Manufacturing 
Company 


Waynesboro, Pa. 
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in sales volume 
was the direct. result of the 
Chilton Class Journal (mpany 
Campaign 





Jan. Feb. Mar Apr. May June July Aug. Sept Oct. Nov. Dec. 


They Came to Us 


A manufacturer, well known to the wholesale and retail 
trade for the excellence of his product—garage equip- 
ment—decided to launch a new item. 


It differed from his other products. The unit price was 
well up in the hundreds of dollars. In the launching it 
stuck in the ways. Failed to carry sustained interest for 
wholesalers and service station owners. 


During the past year, he, with his advertising agent, came 
to us. 


After careful research and analysis of the market poten- 
tialities, we submitted a complete merchandising plan— 
which was accepted. 


It called for a relatively small outlay in money—consider- 
ing unit price, and sales volume objective. 


The plan is proving a great success. Each month shows 
a gain in sales volume. 


If your necessities call for a single piece of copy, well 
thought out and written, or an exhaustive analysis of the 
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entire field with relation to your marketing possibilities— 
and to be followed by the preparation of a complete mer- 
chandising plan— 


Come to Automotive Headquarters! 


Our organization, which includes well grounded auto- 
motive marketing specialists, is qualified to advance the 
interests of any manufacturer—large or small—the merit 
of whose product entitles him to success. 


We have been in intimate contact with this market since ° 
the beginning of things automotive. 


Our more than 2000 advertising contracts with manufac- 
turers who merchandise thru industrial, wholesale and 
retail channels is testimony to the size, completeness and 
the efficiency of our organization. 


Do you need more and better dealers? 


Do you want to get right to the heart of the automotive 
marketing situation? 


Do you want your advertising dollar to work to its very 
limit in the securing of merchandising advantage? 


Come to Automotive Headquarters! 


We know the industry. We know the trade. We know 
dealers—and how to interest them in your product. 


CHILTON CLASS JOURNAL CO. 


Publishers of Automotive Business Papers 
Chestnut and 56th Sts., Philadelphia 


AUTOMOBILE TRADE JOURNAL Motor WorLD WHOLESALE 
Motor AGE CHILTON CATALOG & DIRECTORY 
AUTOMOTIVE INDUSTRIES COMMERCIAL CAR JOURNAL 
AUTOMOTIVE INDUSTRIAL RED Book OPERATION & MAINTENANCE 
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1927-—An AC Year 


Nineteen twenty-seven was the biggest year in the history of the AC 
Spark Plug Company. It was marked by business increases, building 


and manufacturing expansion and many notable victories in the air 
and on the track. 





Five new buildings were erected to provide additional manufactur- 
ing space to meet the demand for AC Products all over the world. 
Four of these buildings were erected in Flint and one in Paris, 
France, the latter a modern and complete new factory building. 


Six new products were introduced during the year, as follows: 


Fuel Pressure Systems Tachometers 
Ammeters Complete panels 
Oil Gauges for automobiles 


Thermo Gauges and motor boats 


These products, together with the increased demand for AC Spark 
Plugs, ee ec Oil Filters, Air Cleaners and Gasoline Strainers 
made the plant expansions necessary, and, judging from the demand 
now existing for AC Products, still more expansions will be nec- 
essary during the coming year, thus further entrenching the com- 


pany’s position as the largest manufacturers of automobile accessories 
in the world. 


A Few sermmenetticed AC Victories in 1927 
LINDBERGH — 7 — New York to Paris 


CHAMBERLIN New York to Germany 
BYRD .. . New York to French Coast 
ACOSTA-C HAMBERL IN" . . Endurance Flying Record 
STINSON... . . National Reliability Air Tour 
MAITLAND-HEGENBERGER , . . California to Honolulu 
DE PAOLO A. A. A. National Automobile Racing Championship 
MYERS . . New York to Spokane Air Derby 
SCHLEE and BROCK . World Tour 
WOODBURY ~_— 


"A. A. A. National Dirt Track Championship 


indard of the world” 
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AC INSTRUMENT PANELS 


Over 200 of the 
world’s most suc- 
cessful manufacturers use one or 


mere, or all of these AC Products 


Organize to get your share of the big renewal business to be had on AC Spark Plugs and AC Oil Filters 


AC-SPHINX 


AC-TITAN 


tirminetan AC Spark Plug Company, FLINT, Michigan cisty sin 
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Nearer a Halt! 


In a year of perhaps the keenest 
automobile competition ever known, 
Carter-carbureted cars have gained 
sales at a far faster rate than the 
Industry as a whole. 


In a year of lower total car produc- 
tion, the total production of Carter 
carbureters has been the highest ever. 


Nearly a third of all 7926 cars had 
Carter carbureters. Nearer a 4a/f 
of the 1927 cars have been Carter- 
equipped! 


Quantity alone is surely no reason 
for a carbureter. But carburetion 
has so much to do with the demon- 
strations which make sales, that the 
spectacular successes of Carter- 
equipped cars are an accurate index 
of Carter excellence. 


Quantity of car sales that stay well 
sold is the reason for Carter eminence. 


CARTER CARBURETOR CORPORATION, Saint Louis 
DIVISION OF AMERICAN CAR AND FOUNDRY COMPANY 
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SERVICE 


begins at the Garage Door 


Just press the button and let an electric motor do 
the rest. Operate them from any convenient part 
of your shop » 


Gland sati assures dependability 










and satisfaction. So in intro- 

ducing your customer to your 
shop service—let him in through 
doors that are operated with Elec- 
tric Door Controls. 


Opening 
Doors by 
Hand is 

COSTLY 


They are as reliable and safe in 
operation as your motor-driven 
grinder or hand drill. Nething to 
stick, freeze, or give trouble. 
American Electric Door Controls 
work the year ’round without at- 
tention or service. 





They are safe. Should the doors in closing come in con- 
tact with a car, a safety clutch instantly releases. Doors 
can be stopped in any position. They hold positively 
against strong vinds. 


American Electric Door Controls are the first and only 
LOW PRICED door controls on the market which are 
thoroughly dependable and satisfactory. 


Write today for proof of satisfactory performance 


AMERICAN APPLIANCE CO., INC. : 


Kalamazoo Michigan | 


Manufacturers of American Electric Door 
Controls and Electric Color Flood Lights 


Send for bul- 
letin on Color 
Flood Lights 
for your display 
window 
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ELECTRIC 
Door Control 
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CA new development in 
iner. more mobile transportation 
at moderate cost_ 
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. ENTIRELY NEW ACHIEVEMENT 
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Roomy Sedan, three-passenger rear compartment 


W heelbase—120 inches 
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BEAUTY. STYLE. PERFORMANCE . VALUE 
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Note extraordinary character of fitments 


$1395 (f. 0. b. factory) 





inches} Price (Sedan) 
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- 1928 - 
+ She Straight- Oighl Ufour~- 


AVEN’T you been waiting for a car 
that had style, beauty and swank, 
and withal a marvelous performer 

and yet to be sold at a price which commands 
real volume? . - - That is exactly what Mar- 
mon has provided in the New Marmon 78. 
Remember, it’s a straight-eight—and that’s 
the thing today. It’s Marmon’s policy to build 
a complete line of straight-eights. This is the 
first development of that program. 
Thousands of people are right now con- 
sidering the second great change of their 
motoring careers. First they had a capable 
four. Later they changed to a more flexible six. 
This year the change in thousands of families 
will be to a modern straight-eight. Let us 
show you how Marmon is prepared to help 


dealers capitalize upon this trend in 1928. 


Power—The motor (built by Marmon) delivers 86 


horsepower with an effortless smoothness throughout 


the speed range which we believe to be the most de- 


lightful ever found in any car. 
Top Speed—70 to 80 miles per hour. 


Acceleration— Speedway tests show 10 to 50 miles 
per hour in 15% seconds. No flutter or hesitation at 


crawling speeds in high gear. 


Hill Climbing—Approached by nothing in our ex- 
perience. (On repeated tests on the famous Uniontown 
Hill it mounted the crest in high gear from a standing 


start at the bottom at a speed of 43 miles per hour.) 


Riding Ease— Again, and even more emphatically, we 


say, “The easiest riding car in the world.” 








WITHOUT OBLIGATION please send me detailed information regarding the New 


Marmon 78 and advance announcements regarding the Marmon 1928 Program. 


FIRM NAME 





BY. ADDRE 
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Auto 
Shows 


NEW YORK CHICAGO 


GRAND CENTRAL PALACE COLISEUM 
Jan. 7-14, 1928 Jan. 28-Feb. 4, 1928 


The Latest and Best in Cars 
The Newest in Accessories 


Also 








A Light Truck Section 
A Shop Equipment Section 


The Shop Equipment Sections will be open to the trade only until 5 p. m.—except on 
the opening day. This will afford factory’ service managers, wholesale distributors, dealers 
and service station operators an opportunity to inspect in comfort the latest developments 
in service machinery and tools. In the late afternoon and evening the exhibits will be 
open to the public. 


TRADE DAYS—tThe Trade Days, inaugurated three years agoe will be in force again. 
On Monday and Tuesday at both shows persons engaged in the trade will be admitted 
without charge from 10 a. m. to 1 p. m. 


Tickets for Trade Days and Shop Equipment Sections will be supplied to all who are 
entitled to them, in advance and on application at the buildings. 


Auspices of National Automobile Chamber of 
Commerce, Inc., with the cooperation of 
Motor and Accessory Manufacturers Association 


S. A. Miles, Manager 
366 Madison Ave. 
New York City 
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This is the Schrader No. 5987 Bus Balloon Tire 

Gauge with extension. All other types of Schrader 

Gauges are also obtainable fitted with this new 
and convenient six-inch extension. 


A convenient new type tire gauge 


i ’ 


x: 
HERES a new type Schrader Gauge—with a 

six-inch extension that makes tire-testing 
easier than it has ever been before. 

This new gauge was originally developed for 
dual pneumatic tires—to make it easy to test the 
inside tire without stretching the arm through the 
hand-hole in disc. 

But it has also been welcomed by garage men, 
service stations and motorists too! It is difficult 
to “‘lose’’ and extremely easy to use. 


All Schrader Gauges are now available fitted 
with this six-inch extension. Note the following 
numbers when placing your order with your 
regular supply house: 


No. 5962 Truck Tire Gauge, calibrated 30-170 Ibs.; 


No. 5987 Bus Balloon Tire Gauge, calibrated 15- 
70 Ibs.; — 


No. 6031 High Pressure Cord Tire Gauge, cal- 
ibrated 20-120 lbs.; and the 


No. 6032 Balloon Tire Gauge, calibrated 10-50 lbs. 


Order a supply of these new type gauges today. 
You’ll find them mighty easy to sell. 


A. SCHRADER’S SON, Inc., BROOKLYN, N. Y., Chicago, Toronto, London—SUBSIDIARIES: Akron, Paris, Los Angeles 





Schrader 


Makers of Pnéumatic Valves Since 1844 
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AUTOMATIC 
BRAKE DRUM 
<a, LATHE 








Below is shown the 
Tru-DruM Lathe 
with truck attach- 
ment, making up 
Tru-DruM Assem- 
bly No. 2 for truing 
the brake drums of 





A sensational automa- 
tic brake drum lathe 


that increases profits every standard make 
. by doubling shop ca- and model truck. 
, pacity and reducing 
: labor. 





Brings in Big Business 
The Tru-DruM Automatic Brake Drum 


Lathe attracts the business of motorists who 
demand efficient brakes on pleasure cars or 
trucks. Drums are trued round and scores 
and grooves are eliminated at one operation. 
No skilled labor required. You don’t remove 
drum or tire from the wheel. Slip the wheel 
off the car and onto the Tru-DruM. Turn 
on the power and in a few minutes the drum 











is perfectly round and smooth. No lost mo- Me eee eee ee a 
tion. No idle time. While the drum is being nae gp ta be anige se Aaa 3 
trued the operator relines the bands. Each . Send a0: de een eats alee. 2 
brake job 1S speeded up, for trued drums M A I L a tion, your circular MA-12 ania the Tru- # 
cut the adjusting operation to a few moments. mg = =s«éDruM Lathe. eg 
Linings and tires last longer with trued THIS a nla le tela a re 
drums ... that’s why motorist satisfaction TODAY @ po 
is assured. Bigger profits are yours. Mail the 2 | ee ne ere ee ee ba 
coupon for fully descriptive folder and prices. Pe -  SPTTOPEL TTI TT 

" Wewipenemt Jobber .. 2... cccccccccccesees 
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another profit on- 





AG 
As lf 
Sh Lf 77 4 
Ww uxt 
y y\ Y 
{~ 7 
A I, ky / OT one car out of six is properly equipped with windshield 
~ Mii wipers. In rain, sleet or snow the drivers of those other cars 
f 2 ~B hi are practically driving with one eye blindfolded —at a time when 
Rxff . try they need most the protection of full clear vision. Danger comes 
kgs [> | 4 quickly when the roads are slippery. For his own protection against 
~~ s Vipy) being injured and against injuring, every driver needs double vision. 
Wy SF You can sell double vision at a price that makes every car owner 
ts WE/f / y. your prospect—a prospect eager to buy and easy to sell. 
ey), PA 4, For cars that already have single windshield wiper equipment, 
bh 4 Wy Dyneto makes a one-blade wiper that retails for $5.00. Sell it 
SS/ aes /j to the car owners for the right-hand side of the windshield, for their 
L own protection and for their passengers’ comfort. 
~~ ies For cars that have no windshield wiper equipment, the Dyneto 
ff : f Tandem at $6.50 is a wonderful buy and an easy sale. 
: i Dyneto wipers are electric. They operate from the battery—use 


as little current as a tail light. Smooth, powerful action and even 
speed at all times. No slowing down on hills or when the engine 
idles, no racing as the driver shifts gears. 


Dyneto is small, compact and neat in appearance, Duco finished 
to prevent rust. Self-lubricating and silent in operation. 

Good discounts make an attractive profit for you. Big value 
makes a good volume of sales easy. Order from your jobber. If he 
cannot supply you, we will. Pacific Coast prices slightly higher. 


The Biflex Corporation, Waukegan, IIl. 
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\ ELECTRIC WINDSHIELD WIPER 
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LUPTON | 
f LA PS Systems 


PART TORAGE SYSTEMS) 





cae the Model “A” 

FORD car parts are 
now ready. Place your 
order now with the 
nearest Lupton Jobber. 


DAVID LUPTON’S SONS CO. 


GENERAL MOTORS BLDG., DETROIT 
LAPS SYSTEMS ARE ALWAYS UP-TO-DATE WITH ‘EST PARTS BOOK 


OVERK 5000 DEALERS ARE NOW USING LAPS 
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Last Call 
for COPY 


, National 
Automobile 
Shows Issues 





Automobile Trade Journal 
Out Jan. 1—Last Forms Close Dec. 20 


Motor Age 
Out Jan. 5—Last Forms Close Dec. 31 


They will reach and cover more than 85% of the dealer 
purchasing power in the United States. 


Let these two publications carry your message to upwards 
of 75,000 of the country’s best dealers—to the men who are 
the underwriters of your success today—to the men who 
will underwrite your success tomorrow. 


Please send copy PROMPTLY to— 


Chilton Class Journal Company 


Publishers of Automotive Business Papers 
Chestnut and 56th Streets : : _— Philadelphia 
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REAMERS 


for the 


NEW FORD 


Write today for 
Special Data 








telling exactly which 
ALVORD-POLK 
REAMERS 


to use on 


the 
NEW FORD 
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Then order from 
your Alvord- Polk 
Jobber and be 
ready for the new 
business that is 
coming to you. 


ALVORD-POLK TOOL CO. 
MILLERSBURG PENNA. 
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Did You Enjoy This Copy? 








OU can get one like it every 
week for only $3.00 a year— 
an average cost of a little less 

than six cents each. 





Each and every man in the trade 
needs MOTOR AGE — needs the 





positive help it offers in the solution 
of daily problems and the valuable 
ideas it gathers for its readers. 


Your competitor reads MOTOR 
AGE, and you need to read it also 
if you want to keep up with the 
leaders of the automotive field. 





Here’s How MOTOR AGE Will Help You 





SERVICING (it show you how 


to make flat rates—How to sell Service— 
How to make customers permanent—How 
to organize a workshop—How to handle 
knotty problems—How to select Machinery 
—How to test electrical systems—How to 
make quick repairs—How to route shop 
work. 


HIRING —How to get the right men 
—How to train them — 
How to pay them—How to get their co- 
operation—How to keep them enthusiastic. 


BUYING —How to select an ac- 

cessory stock — How to 
judge merchandise — How to get a fast 
turnover—How to avoid dead items. 





SELLING —How other men do it 


—How to keep down 
overhead — How to advertise — How to 
make Salesmen produce — How to create 
a market—How to find prospects—How to 
make every sale pay—How to avoid losses 
—How to write letters that build business. 


AND THEN --.- - 


Whatever else you need to know to make 
your business run smoothly MOTOR AGE 
will tell you if you only ask—All personal 
inquiries receive personal attention from 
our editors. Every subscriber is encour- 
aged to come to us with his problems, 
whether mechanical, legal, architectural or 
financial. Try us, and we will give you 
“Service you will like.” 





THE COUPON is here for your convenience. If you are already a subscriber, pass it 
on to some friend in the trade who is not. When he starts getting MOTOR AGE he'll 


appreciate the favor. 


MOTOR AGE 
Chestnut and 56th Streets 
Philadelphia, Pa. 


IMPORTANT—MOTOR. AGE is published exclusively for 
the trade. Subscriptions are accepted only from those 
actively engaged in our field—so please don’t forget to 
include your business card or letter head with this order. 


Please place an (X) beside your business or vocation: 


December 15, 1927 



















Gentlemen: Enclosed find $3.00 to pay for a year’s 


: Motor Car Dealer .......... [| 
subscription to MOTOR AGE, including all special iin |. Zz 
issues published during the life of my subscription. ——“_ Z 
a ee er Er Garage Business ........... = 

Repair Business ............ [| 
NE ike t8dakn 8s sed Ceti anne ardent eee eeeent Retailing Accessories .......{_| 
Cit State Service Station ............. [| 
Kc patirnhecinteheneaewsiaede ted esata andsresoen ites Cees 7 

eee Tt era I sscreonsncscnvewees 
" satiaceaaiianine ieee ane ae _ arr nes L] 

. you are already subscribing to , please han 

NOTE: this coupon to a dealer who is not. He'll become a fairer Salesman .................. UI 


competitor from reading MOTOR AGE. 
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HOW ARD FRESH AIR 


SAFETY FIRST AUTO HEATER 
STAYS SOLD! ¥ 


TOLD AIR 
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FROM FAN 


e 7 ~ a . e e and mea ns WITH WINTER 


FRONT CLOSED 


satisfied customers. — 


The “HOWARD” Safety First Fresh 
Air Auto Heater HEATS WITH 
WINTER FRONT CLOSED as well 
as OPEN. Fits around the hottest 
spot of a joint free section of the 
exhaust pipe delivering clean, heated, 
fresh air to the car in sufficient quan- 


tity to keep the occupants warm on the Individually Designed and 


coldest days. Easy to installi—Impos- 


sible to get out of order—Safe and CUSTOM BUILT for 


foolproof. “HOWARD” Heater is not 
a stamped metal or tin contraption, 
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PATENTED CAST 
ALUMINUM STOVE HOT AIR REWT.STERS 


AROUND EXHAUST \ ENGINE EXHAUST 








: tr Rolls Royce Hupmobile 8 Chrysler No. 72 
instead it 1s a cast aluminum, and Lincoln Hupmobile 6 Nash Advance 
machined to fit perfectly. Will posi- Cadillac Dodge 4 Auburn 8-88 
tively heat to your entire satisfaction La Salle Dodge 6 Buick Master 
with winterfront closed in zero oo a hae eee , 
weather. Write today for complete -eeadaap aed ocuee co Fiying Clow 
information on the heater built for monomen « Chsyaler Ne. G8 Jordan & 


your car. 
Manufactured by 


HOWARD FOUNDRY 


Pattern Makers, Founders, Machinists 
Automotive Division 


2700 FULTON STREET, CHICAGO, ILLINOIS 








She 












Vavgevenesvenraaneareniialll 


ives plenty of soft, dif- 
ed lightat either side 
of main beam—with 














glare cut off waist-high. 

It is the only road light 

Le using reflector and lens 

~~ made under the famous 

har PARABEAM patents, 

as adopted for headlights 

: by many big automo- 

sosgiet tive leaders. Delta’s.ad- 

Z -" ies , — aptation of these two 

BuiletType Units into one compact 

IDEAL HEAVY DUTY CLUTCH Drawiipe °* oad light has brought 

POWERFUL — More contact surface and power-transmitting ability Te the rich beauty, fine aartadl forth amazing results. 

than any other clutch of like depth. Struction and compact size _ 

QUIET — — Fibre discs eliminate metal-to-metal contact. which have made these two Par- — tyP gia . ) 

SMOOTH — Accurately cut teeth assure positive and smooth action. alites real sales leader S, have now pen “ = any in "See 

q ee been added Parkerized bracket your jobber or write direa. 
parts. Thus Delta Paralite is rust- LIST PRICE 








proof—an added selling point 
which will increase your profits 
if you push these two leaders. 


The Delta Paralite shoots a Strong 
distance light down the road and 


DELTA ELECTRIC COMPANY 
1203 Delta Block MARION, INDIANA 


50 


In Canada 
$5.00 
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Order by 


all / 
and have Air- Lec 
service within a 


week’s time. 


Open and close your garage doors at the touch 
of a switch... the greatest garage convenience 
offered today. Five years use has shown that 
AIR-LEC saves time of floormen and saves 


fuel bills . . . in fact AIR-LEC pays for itself 


many, many times over. Builds business, too. 


Order your AIR-LEC today . . . the coupon 
below is for your convenience. We guarantee 
to send you the outfit that will handle your 
doors. Your order will be given immediate 


~ AIR-LEC 


opens and closes 
the largest door 


# the touch of a switch! 


Handles any type of door—swinging, folding 
or sliding—and any size. 





AIR-LEC uses the compressed air in your tire 
line for its power; a six-volt battery furnishes 
the current. Any number of operating switches 
may be placed any place you wish. 


Eighty per cent of the thousands of AIR-LECS 
in use were ordered by mail. Because our 
selling costs are reduced in this mail order sell-- 
ing, our prices are reduced to a minimum. 


So send in your order today. Start AIR-LEC 
service NOW! 


Schoelkopf Manufacturing 


Company 


Madison, Wisconsin 
























|_| Without obligation, please send me information on Air- 
Lecs for handling doors as follows: 


| | Consider this our order for Air-Lec to handle doors as 
follows: 


Size of doors—..... ee eee rer feet 
icatin whieend accel Type of doors—..... double...... 
single...... ; swinging..... , folding..... » SEM. os. ; 
a » Open out...... 

Open to 90 degrees, 100 degrees or what?.............. 
Distance floor to ceiling................ ft. Air pressure 
+ eid gee lbs. 

a re” Re accce neues 
nT ee ae 





The Missing Spring 
is Here! 


How many times have you needed a Peck Spring As- 
sortment No. 1? A complete variety of 100 expansion 
and compression springs fitting in where needed most. 
Big profits on small investments. 


Assortment No. 2 contains 250 extension and 
compression springs—No. 2A all compression 
springs. List at $1.50, $3.50 and $5.00. 


Write for discounts 


THE PECK SPRING COMPANY 
Plainfield, Conn. 
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PECK’S issortmenrs 
































The heating unit of the Standard Safety 
Heater is a one-piece, GAS-TIGHT casting 
—no welded or brazed joints! No obstruc- 
tions! No restrictions! Fresh, warm air 
whenever the motor is running. Eliminates 
heat fatigue! QUICKLY AND EASILY 
INSTALLED! 


You carry only one size and model which, 
with a small assortment of adaptors, fits 
practically all makes of cars. 





: er . J ; ‘ | ; oe a 
= oe i; , SS ‘ a 


Send for prices and discounts 


STANDARD TUBE & MFG. CO. 
2434 Scotten Ave. Detroit, Mich. 


Canadian Distributors 


Railway & Power Engineering Corp., Ltd. 
’ Montreal—TORONTO—Winnipeg 
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UNIFORM! 





A 
—With Spic and Span 
Protexalls 


Your human trade marks! Neat, and all wearing 
the same uniform with your trade mark lettered 
across the back. That’s good advertising every day 
in the year and the cost is very small. 


Protexalls are very inexpensive, yet they’re made 
to wear like iron. Protexalls are stocked in Khaki, 


Stripes and other fabrics particularly suitable for 
service station work. 


PROTEXALL COMPANY 
104 N. Main St., Abington, III. 


Southern Branch 
116 Mitchell St., S. W., Atlanta, Ga. 


ONE PIECE SUITS 


























DUUIIDS *lusital. 


- TRABE MARK HEC 


Makes a Tight Joint 


The results of your work with 
Rubyfluid are right. You know 
that before you start. 


That’s why this non-corrosive, 
non - explosive, non - injurious 
soldering and tinning flux is 
preferred by mechanics every- 
where. Do a job with Ruby- 
fluid. You'll like it. 


\ iy ee The Ruby Chemical Co. 
SI 68.70 McDowell St., Columbus, Ohio 
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Yow’re going 
to have 
calls 
for 
Pines Automatic 























WINTERFRONT 


from now on! 


HE big Pines Winterfront national advertising 

campaign is under way. We're telling millions 
to come to your store and buy the Only Automatic 
Radiator Shutter on the market. If you haven’t 
made arrangements to take advantage of this de- 
mand—do it now! Winterfront business hits like 
a bolt out of the sky. Be prepared. 


OVWINTERFRONT 


Distributors Everywhere 
PINES WINTERFRONT COMPANY 


422 North Sacramento Blvd., Chicago 














CAR OWNERS WANT 


‘‘Common-Sense’’ 
Closed Car 


Ventilators 


_NOW 













Sell Them 
NOW and Make 


Money 
Ask Your Jobber or 


Write ACKERMAN-BLAESSER-FEZZEY, Inc. 


Also makers of ‘‘Common-Sense’’ Seat SNUBBERETTES— 
Shock Absorbers for Closed Cars 


1258 Holden Detroit 




















Reap Bigger Profits 
by handling 


IDEAL LICENSE 
SCREWS and BRACKETS 











ites 


IDEALCLAMP MFG.COnx< 


200 BRADFORD ST. BROOKLYN, NY. 














NEW 


vEW TIME STAMP 


accounts for every labor minute 





FOLLETT’S 


Prints the year, month, day, hour, 
minute, A.M. or P.M. at the exact 
moment the plunger is pressed—like 
this, for example: 


NOV 19 620 4 35 FM 


Tells when a job is started—and when it is 
finished. There can be no dispute over the 
time charge. 


Absolutely automatic — except for winding. 
Every machine guaranteed, 








scriptive data. 


Follett Time Recording Co., 217 High Street, Newark, N.J. 





“Established Since 1904” 
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What Isa Piston For? 


To carry piston rings for sealing against oil pumping and 
compression loss. 


A piston cannot be fitted tight enough to stop leaks or 
it will stick. Piston rings must do this work. 


Why then fit new pistons to stop oil pumping and com- 
pression loss? 


Simplex Piston Rings give this seal with the old pistons 
and keep them from slapping. <A lot cheaper and better 
than resizing. 


The Simplex Piston Ring Co. 
of America, Inc. 


1971 East 66th St., Cleveland, Ohio 
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Stops Pump-shaft Leaks and 
Saves the Winter Solution 
CONNEAUT PLASTIC METALLIC PACKE- If 


ING will keep the water-pump tight no matter |} 
what winter solution is used. 


All sizes in one can. Stocked with your Jobber 


De cseseeneseeeens $1.75 per Ib. 
Pa ae oneceseoeses sees $1.60 per Ib. 


THE CONNEAUT PACKING CO. 


| + a Conneaut, Ohio 
































Makers of | 
the worlds : 
est known 


fan belts. 
L. H. GILMER & CO., Tacony, Philadelphia |/ 
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VELIE 


THE NAME INSURES THE QUALITY Velicoffersalineof fully 
equipped cars on three 
The Velie Cooperative Franchiseis more valuable chassis, ranging from the 


todaythan ever beforeinVeliehistory.Correspon- Velie6-66,2-Door Sedan 


dence from responsible business men is invited. Sr iedee ax 


VELIE MOTORS CORPORATION, Moline, Ill. all f. o. b., Moline, Ill. 














| tn 
om More Air per 


orsepower 


KELLOGG MFG. CO. 
200 Humboldt Street Rochester, N. Y. 

















PISTONS 
FITTED WITH PINS 


Arrow Head standards are the same for both 
equipment and replacement. The motor’s 
reputation in the field must be carefully 
maintained. 
ARROW HEAD STEEL PRODUCTS COMPANY 
Buffalo Minneapolis, Minnesota Chicago 
Axle and Drive Shafts 






































This is the Bear %°"- Shim 
to make corrections in axle caster 
Sold in three sizes, for adjustments of 2, 3, and 
4 degrees. Order from your jobber. Axle tilt, 
or caster, is the most common cause of cupping 
tires, hard steering, and SHIMMY. The Bear 
Axle Gauge checks caster, and locates bent or 

twisted axles without removal. 
New. Booklet gives full instructions for wheel a 
and axle alignment. We will send a copy FREE ines eo eee ae ” 






























Stock NO- motes safe 





if you write today. 

BEAR MANUFACTURING COMPANY Rock Island, Illinois 
N IHONOLD 

GLAR and OGL driving by 

get theextra - banishing 

profit it will create. A glaring lights. Write or wire 

super-accessory that pro- for discounts and literature. 


HONOLD MFG. CO., Sheboygan, Wis., U.S.A. 

















Something New! 


An Automotive Manufacturer with 25 years’ experience and excellent 
reputation has produced an entirely new type and design of double- 
acting hydraulic shock absorber. It represents the most advanced ideas 
in spring control, is simple to install and requires no service. 

For complete information, address 


COVERT GEAR & MFG. CORP. 
Grand Street Lockport, N. Y. 
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The Packard Electric Co. 
. Oh 


























Bellevue 
= SPRING 
——— CONTROL 


Actually Controls 
the Car Spring 


The Bellevue Mfg. Co., Bellevue, Q. 








Write for 
Catalogue 



























Shop 
Equipment 


for Battery and 
Electrieal Service 


| Chieage, IMinois 


4368 Roosevelt Road 


ee ca 





















Portable Electric 


DRILLS 


GRINDERS—POLISHERS 
Ask for Catalog 105 


The United States Electric Tool Co. Cincinmati, Ohio, U. S. A- 
Oldest Builders of Electric Drilis and Grinders in the World 
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THE WARREN TOOL & FORGE COMPANY 
‘“ 412 GRISWOLD ST, WARREN, OHIO, U.S. A. + 
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FREDERICKS 


Rewinds 


New low prices: Rewin or exchanging any 
two t type of , we generator or 





H. M. FREDERICKS CO., Loek Haven, Pa. 
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S TANDIIATOR 


Damageproof against repeated boilings a + —~_ Built to last the full 
life of the car. Complete radiators ¥ Chevrolets, Dodges and 
ee Cores for all cars and TRUCKS. “i not at your jobber’ s, write 


J. C.,.Black Mfg. Co., Inc., Oil City, Pa. 


























YA-VA-PAI Genuine Onyx 
GEAR SHIFT BALLS 


List Price Big Profits for Dealers—In demand because of the 
superior colors and veinings. A fitting ornament for 
the finest car. So attractive they sell rapidly. Made 
$2.00 to fit all cars. Order a stock today. 

Ask your jobber or write us giving his name. 


YAVAPAI ONYX CORPORATION 
Dyersville, lowa, S. A. 














Solid Pressure 





Spring Pressure 











Valve Face 
i.“ Grinding Machine 


—with the NEW Sioux Roller Chucking System. Amazing accuracy and 
speed. Investigate before you buy. 


Your Jobber Sells It 


ALBERTSON & CO. 
SIOUX CITY, IA. 
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FOR PERFECT BALLOON REPAIRS USE 


ER | « 
YOUR 





Inside Cure 


LCANIZERS 


SHALER Co., 212 Fourth Street, Waupun, Wis. 


JOBBER 





























a) )) The Waving Stop-light 
i Fits Any Car 


The Iler Electrical Mfg. Co. 
Cleveland, Ohio 








5103 Lakeside Ave. 




















AYENEL 


AUTOMOBILE 
Steam Heater 


One model y all makes and types 
of cars and gives moist, healthy 
heat, without any odor instantly. 


JUDD _& LELAND MBG. CO., Clifton Springs, N. Y. || 


























PROTEX-A-MOTOR 
GASOLINE PURIFIER 


JUNIOR MODEL 





Fits Ford, Dedge, Chevrolet, Chrysler, 
Erskine, Essex, Flint, Falcon-Knight, 
Maxwell, Oakland, O poe © a 
_ d, Pontiac, Star, Whippet 

odel, $5.00. PROTERA- MOTOR 
MFC. CO., Pittston, Pa. 





$350 
































SCHEE 


Finest CARBURETORS 





Finest 
The Wheeler-Schebler Carburetor Co. 

















Indianapolis, U. S. A.| 

















WAP a postage stamp for 
thousands of dollars worth of 
real facts on Car Washing. Send 


“a \ for your free copy of the hand 
soc \ book. 


MANLEY MFG. CO. 
York, Pa., U. S. A. 




















If jobber does not stock 
write direct 


Genuine 
APEX Innerings 


Guaranteed to stop oil pumping 
and piston slap and renew mo- 
tors without re-boring. 


U. 8S. 


THOMSON MFG. CO. 


Dept. 21 Peoria, Ill. 























LYCOMING Jotors 


Fine Fours, Sixes and Eights-in-Line 
LYCOMING MANUFACTURING COMPANY, Williamsport, Pa. 


Years Ahead in Automobile Motor Efficiency 








CLASSIFIED ADVERTISING 
RATES 


CLASSIFIED 





To locate business opportunities 





Ten cents a word is the rate for all undis- 
played advertisements set solid, regular want 
ad style; minimum charge $1 an insertion. 


FACTORY 


15e a word. Payable in advance. 








ums Brierley-Hill. 


FOR DISPOSAL 


a ge ae be Factory for dis- 
: : posal, centrally situated Wolverhampton, suit- 
All capitals, 12c a word; all capitals, leaded, able Motor, Rubber or Seeleentan Trades. 
Apply: Staffordshire Iron & Steel Co., Ltd., 
Brierley Hill, Staffordshire. Cables: Speedily, 


To sell, rent, exchange or buy 
To find men or employment 


THE CLASSIFIED DEPARTMENT 
WILL HELP YOU 



























The body of 
the ‘Yankee’ 
Vise, with 
the work in 
it, is carried 
to «6the”§6 6drill 
press. 
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ag Hardened _ steel 
a block, with V- 
shaped grooves, 
holds round or ir- 
regular shapes. 


The Handiest Vise 
for Garage Work 


Even if you have other vises, you need this 
“Yankee,” because you can do work with it 
that is impossible with any other—and do it 
with speed, accuracy and ease. 


Not only has a swivel base so you can turn it 
around in any position, but detaches from its 
base. You don’t have to remove work from vise 
until entire job is completed — simply lift vise, 
work and all, off base, and carry to drill press, 
milling machine, etc. 


Sides, ends, bottom and top are machined true. 
Work is kept in perfect alignment at all times. 


Cam-throw lever locks vise in any position. 
No. 1994—Jaws open 4 in. 
No. 1993—Jaws open 3% in. 
No. 1992—Jaws open 1-15/16 in. 
No. 1991—Jaws open 1% in. 


Some Other “Yankee” Tools 


Brake Lining Cutter Automatic Feed Chain Drills 
Ratchet Breast and Hand Drills Ratchet Screw-drivers 
Automatic Feed Bench Drills Ratchet Tap Wrenches 


Write for FREE “Yankee” Tool Book 
This interesting little book is for all lovers 
of fine tools. It tells just what you want to 


know about all the famous ‘‘Yankee”’ Tools 
for making work easier and quicker. 


Dealers Everywhere Sell 
“Yankee” Tools 


“Yankee” on the tool you buy means the 
utmost in quality, efficiency and durability 


NorTH Bros. Mrc. Co., Philadelphia, U. S. A. 


“YANKEE” TOOLS 


Make Beller Mechanics 
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The Advertisers Index is published as a convenience, and not as a part 
of the advertising contract. Every care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
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Alvord Polk Tool Co. ....... 75 


American Appliance Co., Inc. 64 
Arrow Head Steel Prods. 
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B 
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Bellevue Mfg. Co. .......... 80 

ER ener 72 

Black Mfg. Co., Inc., J. C.... 81 

Brown-Lipe Gear Co. ...... 77 

Brunner Mfg. Co. .......... 80 

Budd Wheel Co. ............ 4 
C 

Carter Carburetor Co. ...... 63 


Chevrolet Motor Co...3rd Cover 
Chilton Class Journal Co., 

60, 61, 74 
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Classified Advertising Section 81 
Conneaut Packing Co. ...... SO 
Covert Gear & Mfg. Corp... 80 
Curtis Pneumatic Machinery 

Co. 


Chrysler Sales Co. 
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Delta Electric Co. 
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Eclipse Machine Co. ....... 2 
« 
F 
Follett Time Recording Co.. 79 
Fredericks Co., H. M........ 81 
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Gilmer & Co., L. H. ........ 80 
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Howard Foundry ........... V7 


Hudson Motor Car Co., 
Front Cover 
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Illustration shows 
Hammett Motor 
Tester No. 2 used 
in connection with 
Hammett Motor Phone. 


= “Got Me Out of 
Many a Jam-—”’ 


“In regard to the Motor Tester I will say it sure has got me out of many 
ajam. I wouldn’t do without it.’ 
WALTER’S GARAGE, Seattle, Washington. 


A STORY OFT REPEATED 


Mechanics everywhere are equally enthusiastic about the 
HAMMETT MOTOR TESTER—the above letter is but one of 
thousands in our files. You can only appreciate this device after 
you have used it— when you know how quickly it helps you locate 
motor troubles that are hard to find—saves you from embarrass- 
ment—lets the customer know that you know your business. 


HAMMETT tester 


TESTER 


Quickly and surely locates loose wrist pins, bearing knocks, 
slappy pistons, leaky rings and valves, bent con rods—tells you 
what and where they are right now. Saves you time and money 
—prevents guesswork. 











The knocks and leaks are produced in a running motor by the 
alternate compression and vacuum strokes of the piston—they’re 
hard to locate with engine running. But with the HAMMETT 
MOTOR TESTER you create these vacuum and compression 
strokes by hand when the motor is idle, testing one cylinder ata 
time. Therecan be no mistake—your HAMMETT TESTER will 
pay for itself every day. Original Hammett Motor Tester No. 2 

complete with compression gauge and all fittings, in box, $13. 50 


Hammett Motor Testing Outfit 


This is a complete outfit consisting ofa large size Hammett Motor Tester; 
high grade compression gauge, Guacemhase accurcte; Hammett Motor 

; Phene, and complete 
set of fittings fortesting 
all motors. In strorg 
wood box, price $20.00 


HAMMETT 
Motor Phone 


A highly sensitive de- 
vice, which instantly 
detects little knocks 
and taps of loose cam 
shafts,timing gear, 
valvetappet, water 
pump and generator. 
A wonderful aid when 
used with Hammett 
Motor Tester—as im- 
portant tothe mechan- 
ic as the stethoscope 
to the doctor. Price, 
complete 














Hammett Motor Testing devices are sold direct by the man- 
ufacturer, and are strictly guaranteed. Send your order 
today, and eliminate wasted time and effort in your shop. 


HAMMETT MANUFACTURING COMPANY 
13th and Oak Streets Kansas City, Missouri 
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Rebushing servicé is a paying proposition...For two reasons... When you take 
out worn bushings and replace them with new ones you eliminate noisy 
Squeaks and rattles~and that builds good will...Besides, you make money on 
the work...To realize the proper margin, of course, and at the same time 
quote fair prices your costs must be on the right basis...That’s the reason for 
careful selection of bushings with which to do the job...Depend upon the 
Johnson Distributor and you can always be sure of quality bushings accur- 
ately machined to close tolerance, ready for immediate use....... 


Johnson Bronze Company, New Castle, Pa. tas 
CHICAGO KANSAS CITY SAN FRANCISCO 





JOHNSON PRODUCTS aay i- 2 


Piston Pin, Tie 


Rod, Spring Eye, :; 
Steering Knuckle, 
Spring Shackle, 
Generator, 
Starting Motor, 


Special Miscellane- | 
ee || QUALITY BRONZE || 


Parts, Cored and 
Solid Bar Bronze. 











for Economical Transportation 
a) 
/ CHEVROLET, 
- it~ 
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Chevrolet sales in 1927 will reach the largest total 
volume ever achieved by a gear-shift car in 12 
months! 


Thus, for the third consecutive year, Chevrolet has 
broken all existing records for the production of 
gear-shift cars! 


This spectacular achievement is due entirely to the 
public’s unqualified endorsement of Chevrolet’s 
fundamental policy, which is, briefly— 


—to produce a quality car that is truly modern in 
design . . . satisfying in appearance and perform- 
ance ... sturdy, staunch, dependable and eco- 
nomical . . . yet so low in price that it will be within 
the reach of the great majority of the people! 


The famous General Motors Research Laboratories, 
the great General Motors Proving Ground, and the 
tremendous General Motors resources have all been 
consistently utilized in carrying out this basic policy 
. - - in keeping Chevrolet quality supreme in the 
field of low-priced cars. 


This spectacular success has been directly shared by 
Chevrolet dealers in every section of the country. 


CHEVROLET MOTOR COMPANY, DETROIT, MICH. 


Divison of General Motors Corporation 

















| “To concave-conical Disteel 

wheel is of the very essence of 
7) automotive progress. For if zs 
} both stronger and lighter! And 
it is simpler. Mechanically 
and visually it is inherently 
beautiful. 


Entirely interchangeable with 
~ Motor Wheel demountable 
wood and wire wheels, Disteel 
is the kind of equipment or 
option which closes sales of 
aristocratic cars. 


MOTOR WHEEL CORPORATION 

LANSING, MICHIGAN 
Wood Wheels for Demountable Rims 
Demountable Wood, Steel, and Wire Wheels 
Spoksteel Wheels for Buses and Trucks 

















